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COMPANIES STAND 
PAT ON WAR TAX 


Insist That Assured Pay the Special 
Charge and so Notify Their 
Agents 


LAW JUSTIFIES SUCH ACTION 


Underwriters Prefer Frank Statement 
to Hiding the Tax Through Medium 
of Advanced Rate 


Section 146 of the Insurance Laws 
of New York State reads as follows: 

In all cases where a policy fee, survey 
fee, or other fee or charge in addition 
to the consideration as premium writ- 
ten in the policy, is made against or 
collected from the assured, or other 
representative of any fire insurance 
company, such agent or representative 
shall indorse the amount of such fee 
or charge, and the nature and par- 
ticulars thereof, upon the policy, and 
shall report the amount and particulars 
of any such fee or charge to the com- 
pany on behalf of which such policy 
is issued. 

The language employed in the stat- 
ute above quoted is explicit, and 
clearly recognizes the right of the 
companies to impose special charges 
upon the assured. It sufficiently and 
finally answers those inclined to 
criticise the legality of the action tak- 
en by the managers. 

During the brief debate in the United 
States Senate upon the insurance 
phase of the special tax the speakers 
broadly intimated that the charge 
would be directly borne by the policy- 
holders. 

Had the insurance companies cared 
to resort to subterfuge as a number 
of agents and brokers suggest, they 
could have hidden the special tax 
through the medium of a slight ad- 
vance in rate, and such procedure 
would have saved managers and agents 
alike a great deal of troublesome argu- 
ing. The company executives pre- 
ferred, however, to deal frankly with 
the assured, and to state exactly the 
amount and character of the additional 
charge, feeling that such a course 
would be approved by policyholders 
generally. 

The recommendations of the National 
Board of Fire Underwriters in the mat- 
ter have been endorsed without quib- 
ble by practically all of the govern- 
ing insurance bodies of the country, 
and such organizations as have not 
already acted may be counted upon 
to do so when they next meet. 

Thus far the Eastern Union, Western 
Union, South Eastern Underwriters 

(Continued on page 11.) 
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THE HOME 


INSURAN COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


What is FIRE INSURANCE from the Property Owner’s 
Standpoint? 


Ample CASH CAPITAL ($6,000,000). 


SURPLUS as regards Policy-holders (§17,873,019), large in proportion 
to liabilities ($15,266,896). 
ASSETS ($33,139,915) of the highest grade, so invested as to be uniform- 
ly secure throughout the country and immediately available in 
case of conflagrations. 


LIABILITY in large cities conservatively distributed and well within 
(not beyond) the resources of the Company. (Special conflagra- 
tion reserve, $1,800,000). 


A REPUTATION, the steady growth of 60 years of consistent fair 
dealing with large and small insurers alike. 

















Entered United States 


North British bee 
and Mercantile 


Established 1809 Insurance Co. 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 











Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 
Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 


of Amerira 
Home Office: 68 WILLIAM STREET, NEW YORK 








METROPOLITAN LIFE 
SUBMITS PLAN FOR 
ITS MUTUALIZATION 


Policyholders of Company to Vote at 
Meeting on December 28 
Called This Week 


STOCK TO PAY $75 A SHARE 


Capital is Now $2,000,000, With 80,000 
Shares Outstanding—President 
Hegeman’s Letter 


The great Metropolitan Life Insur- 
ance Company, which has a capital of 
$2,000,000, divided into eighty thousand 
shares of $25 each, and which had sur- 
plus on September 1 estimated at more 
than $40,000,000, this week submitted 
to policyholders carrying $1,000 insur- 
ance or more a plan for the mutuali- 
zation of the Company. 

The plan provides for the acquisition 
of the capital stock at the price of 
$75 per share. Its adoption will call 
for the return to the stockholders of 
$2,000,000, the share capital, from the 
assets of the Company, and $4,000,000 
from its surplus. The payment of $75 
on each of the outstanding 80,000 
shares will be made by a deposit of 
$6,000,000 with the New York Trust 
Company, 24 Broad street, New York. 
The $6,000,000 will be appropriated out 
of the surplus of the Company for the 
acquisition by it of all of its capital 
stock. 


The laws of New York make pro- 
vision for the mutualization of stock 
companies under a plan for the ac- 
quisition by the Company of its capital 
stock which shall be approved first by 
the majority of the directors; second, 
by a majority of the capital stock at 
a meeting of the stockholders called 
for the purpose; third, by a majority 
vote at a meeting called for the pur- 
pose of policyholders each insured in 
at least $1,000, and whose insurance 
shall be in force at least one year; 
and, fourth, by the Superintendent of 
Insurance. 

The plan presented to stockholders 
came in the form of a letter signed 
by President John R. Hegeman. The 
directors of the Company have already 
unanimously approved of the plan. A 
meeting of stockholders will be held 
on December 4. They have endorsed 
the plan informally. On December 28 
there will be a meeting of policyhold- 
ers to vote on the proposition. 


Advantages of Mutualization 


In discussing the advantages to be 
derived by the policyholders from 
mutualization President Hegeman said 
that they are: 

1. The absolute control of the man- 
agement by the policyholders. At 
present, under the charter, two-thirds 
of the membership of the board of di- 
rectors must be stockholders owning 
together a majority of the capital stock. 

2. The safeguarding of the Com- 
pany for all time against schemes for 
obtaining stock control and for using 
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such control to exploit the assets and 
income of the Company. It is a grave 
peril to the interests of policyholders 
that the control of the stock may, 
through the death of those who are 
now stockholders and deeply interested 
in the welfare of the Company and 
otherwise, be acquired by men who 
would seek to manage the Company 
in their own interests and against the 
interests of the policyholders and the 
public. The retirement of the stock 
avoids that peril. 


3. The conversion of all the non- 
participating policies, except those ex- 
cluded in accordance with provisions 
of law, into participating policies. The 
savings and surplus will belong to the 
policyholders, and their distribution, 
except the part held for the security 
of the policyholders, will under mutu- 
alization be equitably made for the 
benefit of the policyholders. 


Company has $14,500,000 of Policies 
in Force 

Continuing Mr. Hegeman said: 

“The Company has in force over 
fourteen and a half-millions of poli- 
cies. Of these over fourteen and a 
quarter millions are non-participating, 
that is, the policy contracts give no 
rights to the holders to share in the 
savings and surplus. The remaining 
policies, about 220,000 in number, are 
either Intermediate policies issued be- 
tween 1895 and 1907, or Special Class 
policies issued between 1898 and 1907, 
or policies issued by other companies 
assumed by the Metropolitan, all of 
which are kept in separate classes and 
which share in the savings and sur- 
plus earned by the respective: classes, 
but do not share in the general sav- 
ings and surplus. No dividends or 
bonuses have ever been declared upon 
policies issued in the Ordinary Depart- 
ment s‘nce 1891, except upon the poli- 
cies comprised in the classes men- 
tioned above, and there are no partici- 
pating policies issued by the Company 
outstanding issued prior to 1891. There 
are over a million of policies in the 
Ordinary Department which have never 
shared in the savings and surplus and 
have no right by their terms to share 
in them. There are over thirteen and 
a quarter millions of Industrial poli- 
cies which depend for any benefits out 
of the savings and surplus upon the 
voluntary action of the Company in 
distributing bonuses and not upon the 
contract rights of the policyholder. If 
the plan proposed be adopted, all these 
policies will particiate in the savings 
and surplus under equitable rules pre- 
scribed by the directors who will be 
elected by the policyholders. 


“The directors of the Company be 
lieve that the price proposed to be 
paid for the stock is a fair one. The 
following are some of the elements 
that constitute the value of the stock 
in the hands of the present holders: 
The payment of the dividend of seven 
per cent. is assured from year to year 
beyond preadventure. The stock is 
therefore, practically speaking, a per- 


manent seven per cent. investment, 
which gives it a market value much 
above par. It has an additional value 
because of the control which it gives 
of the constitution of two-thirds of 


the membership of the board of di-~ 


rectors. Another additional element 
of value is the provision of the charter 
which adds the net surplus of the 
Industrial Department to the capital, 
even though it is added as security 
to the policyholders. Under these con- 
cumstances an addition of fifty dollars 
to the par value of each share as a 
consideration for surrender would seem 
to be entirely fair, just and reason- 
able. There is no doubt that a larger 
price could have been obtained by the 
present stockholders if they had been 
willing to sell to men seeking control 
of the Company for their own benefit; 
but that they have refused to do. 


“In case you cannot personally at- 
tend the meeting, you may vote by 
proxy. Two forms of proxy are en- 
closed, one running to John H. Hallock 
and John W. Herbert who will by its 
authority if executed vote in favor 
of the plan; the other running to Edgar 
A. Tredwell and Edwin A. Stevens who 
will by its authority if executed vote 
against the plan. If you desire to 
vote, please fill in the number and 
amount of your policy or policies, sign 
the proxy you wish to use before a 
witness, and return it either by de- 
livery to the secretary of the Com- 
pany at the offices of the Company, 
No. 1 Madison avenue, New York city, 
or by mail in the enclosed post-paid 
envelope, in time for the secretary to 
receive it not later than December 23, 
1914. The interval of five days be- 
tween that date and the date of the 
meeting is provided by the plan as 
necessary for the home office to check 
up each proxy with the records of the 
Company to determine if the policy- 
holder signing the same is insured in 
at least one thousand dollers, and if 
his or her insurance shal] have been 
in force for at least one year prior to 
such meeting, and shall then be in 
force.” 





RHODE ISLAND MEN MEET 





Francis A. Crum Elected President— 
Association Strong and is Doing 
Splendid Work 





At the annual meeting of the Rhode 
Island Life Underwriters’ Association 
held in Providence, Francis A. Crum 
was elected president; George H. Col- 
lett, vice-president; John E. Marshall, 
secretary; and Walter K. R. Holm, 
treasurer. 


The Rhode Island association, which 
contains a strong membership of 
tright and able life men, was organized 
in 1887. The association did splendid 
work during the year, increasing its 
membership 100 per cent., the only dis- 
anpointment being the partial failure 
of an advertising campaign through 
lack of funds. 





State Mutual Life Assurance Co. 





OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
.«. PROGRESSIVELY SUCCESSFUL... 
January 1, 1914 


Assets ...... cece cere c cece reece rccccccccccc cc cs 1 $4a, 855,745.37 
EABNUMNOS cc ccvcccsestccetesescesccscespeccccscce MII 


Surplus Mass. Standard........ Soe Rke we ewes +++... .$2,346,537.80 
Insurance Issued, 1913...........ccecceces eeeeeeess $23,051,034.00 
Insurance in Force. .... Se ceccccccccccce che 1, she 4ne.ee 
THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 





EDGAR C. FOWLER, Superintendent of Agencies 








The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 

















Sept. 30,1914 1,815,302.46 





Life Insurance Company 
HOUSTON, TEXAS 
J. 5. RICE, President 


OUR RECORD 








sort mig COMPANY COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 
GROSS ASSETS (paid-for basis) 

Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 
Dec. 31, 1913 1,500,835.10 23,650,512.00 


FOR AGENCY CONTRACTS ADDRESS 


O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 


GREAT SOUTHERN 


J. T. SCOTT, Treasurer 


30,630,355.00 











The Germania Life Insurance Company 


OF NEW YORK 


ESTABLISHED 1860 


ne 
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een oe SE ee er Oe ee ee ee $49,748,862 
EE, hips fo bREDN ERAS CaS Ed EER OTE A a eee REeNw ae ae Raee 43,230,677 
ee Re PD OU NED BIDS 5.5 650 5:9: 0-0:6:0'0.0 0 9:0:0:0'0,6 0400/6 bigie we $ 6,518,185 
NEW INSURANCE, 1913 PAID FOR........ POP OWED CS ROROD OAS -+- $20,289,565 
INSURANCE IN FORCE (PAID FOR BASIS)................. serge we 146,537,632 


Germania policies are plain business-like contracts framed to suit the needs and circumstances of the people and contain the most up-to-date features. 
The age, experience, strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 
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FIDELITY MUTUAL CHANGES 


STEELE MADE TREASURER 





Ss. J. 





J. R. Sykes Elected Comptroller and 
G. H. Wilson Attorney General— 
A. G. Fouse Retires 





The growth of the Fidelity Mutual 
Life of Philadelphia and its increasing 
accumulation of invested assets has 
made it necessary to make changes in 
its staff. Samuel J. Steele has been 
elected treasurer of the company, F. 
X. Quinn, vice-president and treasurer, 
relinquishing the title of treasurer, but 
as vice-president he will continue as 
executive head of the financial depart- 
ment. J. R. Sykes assistant treasurer, 
has also been appointed Comptroller, 
and after January 1 the duties of these 
offices will be combined. George H. 
Wilson has been appointed general 
attorney for the company. These 
changes complete the reorganization of 
the official staff of the company, made 
necessary by the death of the late 
president. 


Prominent in Railroad Circles 


Mr. Steele, the newly-elected treas- 
urer, was born in 1870. He is now 
general assistant in the treasurer’s de- 
partment of the Pennsylvania Railroad, 
having been with that corporation for 
over twenty-five years. He has been 
closely identified with the Pennsyl- 
vania’s financial affairs, has had a wide 
experience and excellent training in 
investment matters, and is highly re- 
garded by the Pennsylvania Railroad 
vtlicials. He is therefore a valuable 
addition to the Fidelity staff. Samuel 
Rea, president of the Pennsylvania 
Railroad Company, says of him: “I 
regret very much to learn that the 
Company is to lose Mr. Steele, for his 
duties, which called for the exercise 
of great care and ability, have been 
singularly well performed. I take 
great pleasure in commending him to 
you as one whom I consider to be in 
every way competent and reliable.” 


A. G. Fouse Resigned 

A. G. Fouse, for many years Comp- 
troller of the Company tendered his 
resignation to take effect December 31. 
Mr. Fouse has passed the age of three- 
score and ten, and while he is more 
vigorous than most men of his years, 
he has reached the point where he is 
ready to free himself of business cares 
and seek the rest to which a man is en- 
titled after rounding out half a cen- 
tury of business activity. Mr. Fouse 
takes with him thé good wishes of the 
entire Fidelity staff. 

J. R. Sykes entered the service of 
the Fidelity twenty-three years ago as 
a junior clerk; after some years spent 
in clerical work in various departments 
he was made a bookkeeper, and in 1904 
was elected assistant treasurer, in 
charge of the Company’s accounting. 
His broad knowledge of accounts and 
long acquaintance with the details of 


the business admirably fit him for his 
new responsibilities. 


The New General Attorney 

George H. Wilson, the new ap- 
pointed general attorney of the Com- 
pany, was born in Barbourville, Ky., 
1876. He was educated at Union Col- 
lege Barbourville, from which he was 
graduated in 1895 with the degree of 
A. B. After graduation he was made 
Professor of Latin and Greek, occupy- 
ing the chair until 1904. In 1897 the 
degree of A. M. was conferred upon 
him and he was elected vice-president 
of the College. In 1904 he was elected 
to the presidency, but before the school 
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SAMUEL J. STEELE. 


year opened, resigned the office to en- 
ter Harvard Law School, from which 
he was graduated with the degree of 
LL. B. in June, 1907. He was admitted 
to the Massachusetts bar in October 
and practiced law in Boston during the 
following year, after which he moved 
to Cleveland, Ohio, and, upon examina- 
tion was admitted in December, 1910, 
to practice before the Supreme Court 
of Ohio. After a year in Cleveland, he 
moved to Kansas City, Mo., took his 
examinations and was admitted to prac- 
tice before the Supreme Court of Mis- 
souri. In Kansas City he was asso- 
ciated with the law firm of Rosenberger 
and Reed, specializing in insurance 
law. He entered the service of the 
Fidelity August 20, 1914. 

The Fidelity Mutual now has more 
than $30,000,000 of invested assets. 





RELIANCE LIFE CONTEST 

The Reliance Life is offering four- 
teen prizes, aggregating $7,550, in a 
Panama-Pacific Exposition Contest. 
Two prizes of $900 each go to the agent 
who personally produces the largest 
volume of new business, $50,000 being 
the minimum amount for qualification. 


SHIP PRUDENTIAL’S 
STORY OF INSURANCE 


Special Train Carries to Coast Won- 
derful Exhibit of Pictures, 
Drawings and Data 








THREE YEARS TO PREPARE IT 





Insurance oe From Earliest Days 
—Mortality Record of Western 
Hemisphere Given 





The Prudential Insurance Company 
this week sent on its way to San Fran- 
cisco a number of special cars con- 
taining a preliminary shipment of 
charts and other data for what is to 
comprise an epoch-making exhibit at 
the Panama-Pacific Exposition. 

This exhibit, which has been three 
years in preparation, and which is to 
occupy 4,000 square feet in the mines 
building of the exposition, will tell in 
a glance the story of life insurance 
as it has never been told before. It 
will be purely scientific and instructive, 
containing facts and figures in the com- 
Pilation of which every life company 
in the country has contributed, many 
of which have never before been avail- 
able. It is in no sense of the word to 
be purely a Prudential display, but 
the aim of the statistician of the Com- 
pany has been to visualize facts of 
insurance experience; their relation to 
social and economic progress. What 
life insurance is, what life insurance 
was, the importance of life insurance, 
the necessity of life insurance, the 
activities of life insurance—all of these 
points are to be brought out in a man- 
ner to impress the mind and the eye 
ii a manner that has never been at- 
tempted before and on a colossal scale, 
with hundreds of original documents, 
and fac-similes of old ones. 


What Exhibit Will Contain 

The exhibit will embrace ten sec- 
tions. The first section will consist of 
forty charts, illustrating the business 
methods of The Prudential from baby- 
hcod to the present year. In the sec- 
ond section will be fifty-six charts, 
further illustrating Prudential insur- 
ance work. 

The third section will show the mor- 
tality of the entire Western Hemis- 
phere, and will consist of sixty-four 
charts. Some idea of the tremendous 
work entailed in this section can be 
guaged by the fact that data from 
Greenland to Falkland Islands is in- 
cluded. It was necessary to write 
hundreds of letters to get these 
statistics. 

Section 4, consisting of thirty-two 
charts, will show every phase of modern 
public health activities, illustrating par- 
ticularly the mortality of the large 
cities for the last century, showing 
causes of death, etc. 


Salient Points of Insurance Histor 


Section 5, consisting of forty charts, 
will visualize the salient facts of insur- 


ance history from the time of the 
Rhodian period 1,000 B. C., to the com- 
mencement of industrial insurance in 
the United States in 1875. The illus- 
trations will include photographic re- 
productions of insurance documents 
from A. D. 33. This exhibit will be of 
untold value to the historians of the 
business. 

In Section 7, forty charts, will be 
illustrated by special photographs, the 
home offices of the leading insurance 
companies of the United States. 

Section 8 will consist of architectural 
models of the four home office buildings 
of The Prudential in Newark. 

Section 9 will show original interna- 
tional awards received by The Pruden- 
tial at previous expositions. 

Section 10 will show a model of the 
Rock of Gibraltar, with a history of 
Gibraltar. 

An interesting feature of the charts 
will be a color scheme to facilitate 
study and prevent confusion. Diseases, 
for instance, will be illustrated by in- 
dividual colors. 


Exhibit Will Be Permanent 


The exhibit will be a permanent con- 
tribution to life insurance history. After 
the exposition it will be dismantled and 
returned to Newark where it will be in- 
stalled in the main home office building. 
Later, different sections of the exhibit 
may be sent to various parts of the 
country where they can be shown to ad- 
vantage in educating the public. 





LIFE MEN JOIN FEDERATION 





Julian S, Myrick Appointed Represen- 
tative of New Organization in 
This State 





Julian S. Myrick, president of the 
Life Underwriters Association of New 
York, has been appointed a governor 
of the Insurance Federation of New 
York State. The federation already 
has more than seven hundred members, 
although no active attempt has been 
made to solicit anyone to join. It is 
organized to help insurance interests 
whenever they need protection, the 
membership embracing not only insur- 
ance men of every department of the 
business, including company officers, 
managers, ‘general agents, agents, 
brokers, statisticians, clerks and sten- 
ographers, but also a number of women 
have joined. 

The New York Federation will 
affiliated with those of other States, 
and in a few years an organization 
of at least 100,000 insurance people 
will result. 


be 





MURRAY BACK FROM THE SOUTH 

George W. Murray, agency superin- 
tendent of the Home Life, who has 
returned from the South, says that 
the Buy-a-Bale of Cotton movement, 
has practically stopped. The Atlanta 
Journal, which started it, says that 
the movement fully answered its pur- 
pose. 








AMERICAN CENTRAL LIFE 


Insurance, Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 
Address 


Herbert M. Woollen, President 
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THE JOINT LIFE POLICY 


LANDING IT 





ARGUMENTS _ IN 


Experience of a Successful General 
Agent in Soliciting of Business 
Insurance 








Perez F. Huff, of the Union Central 
Life, probably writes more business 
insurance than any other life insur- 
ance agent in New York city. A rep- 
resentative of The Eastern Underwriter 
called on Mr. Huff to get his views 
in regard to this plan of insurance. 

Mr. Huff says that the great mistake 
which life insurance agents make, is 
to sell that which seems easiest, for- 
getting that it may in later years prove, 
an obstacle in trying to write addi- 
tional insurance, and might deprive 
agents from writing insurance there- 
after through the same source. When 
an agent has the opportunity of nego- 
tiating for business insurance, he 
should be conscientious in doing every- 
thing within his power to persuade 
the intending insurers to apply for that 
which they will eventually recognize 
as being the best, and not what the 
prospect thinks is desirable. 

Joint Life Plan 

Mr. Huff related a case of two part- 
ners who wanted a joint life policy 
of $100,000. The two partners stated 
that another concern, similarly situ- 
ated, had recently insured for $100,000 
upon the joint life plan, and they want- 
ed figures for the same kind of a policy. 

When Mr. Huff tried to explain that 
separate policies on each life was more 
advantageous, they did not care to lis- 
ten to him, and insisted upon the joint 
life plan. Mr. Huff’s friends say that 
he usually writes business at first inter- 
view, but, knowing that these men 
would eventually be dissatisfied with 
the joint life policy, he determined to 
run the chance of postponing this 
transaction (the case could have been 
written then upon the joint life plan), 
so as to have the opportunity at later 
interviews of explaining the advantages 
of insuring separately. 

This consumed a period of about 
three months. Mr. Huff used the same 
premium charged for joint life, and 
showed the amount of insurance which 
this would carry on the separate lives, 
and gradually increased the amounts, 
until eventually he was able to induce 
them to apply for $100,000 each, mak- 
ing a total of $200,000. 

Mr. Huff explained that business 
partners have an insurable interest in 
the lives of each other; and that the 
death of one partner might lead to the 
disorganization of the firm’s affairs. 
Sometimes it transpires that insurance 
is desired on the life of the surviving 
partner; either for the continuation of 
the business, or for the benefit of his 
family; if a joint life policy had been 
taken out, the entire insurance would 
have ceased upon the death of either 
partner, so that if the surviving part- 
ner was not then in an insurable 
physical condition, the purposes de- 
sired could not be accomplished. 

Insure for the Benefit of the Firm 

In the above case, each partner was 
advised to insure for the benefit of the 
firm; to charge premiums as an ex- 
pense item of the business, the same 
as the cost of fire insurance protec- 
tion, and to treat cash values each year 
as an asset to the business. 

Mr. Huff stated that the result of 
his work in this case, was the means 
of causing these gentlemen to become 
so interested in the subject, that they 
voluntarily persuaded another firm, 
that had been considering a joint life 
policy with another agent, to listen to 
him, which resulted in Mr. Huff secur- 
ing more business of the same kind. 

The general agent also related an 
experience wherein he was called in 
consultation on a case which involved 
a joint life policy, insuring three lives, 
all members of a firm, The partners 
decided to discontinue the policy as 
they were dissatisfied with it, claiming 
that it was not as attractive as they 
thought when purchased by them. Mr. 


Huff then explained the advantages to 
be derived in applying for separate 
policies on each life, and advised them 
to make this change with the company 
which originally issued the insurance. 
Most agents would have probably 
twisted this insurance, and placed it in 
a hew company, so as to make the com- 
mission. They readily consented to 
the change, became strong advocates 
of partnership insurance, issued in sepa- 
rate policies and through recommenda- 
tions, Mr. Huff secured some very de- 
sirable business. 





WAY TO WRITE MORE BUSINESS 





A. H. Gseller, National Life of Vermont, 
Has Clever Argument 
to Present 





If you can’t insure a man one way 
you can by another. A. H. Gseller, a 
big producer with the National Life of 
Vermont, has had a lot of success since 
the war started by taking the instal- 
ment feature of the policy, with this 
result: Many of his patrons have in- 
creased their insurance in order that 
the income which will go to the bene- 
ficiary after death will be large enough 
to be “worth while.” Although writing 
additional insurance in this way is not 
difficult, it has the added merit of not 
having the appearance of a new Ssolicita- 
tion. 

What is a Man’s Duty 

Mr. Gseller made the discovery some- 
time ago that most men who carry $25,- 
000 or $50,000 insurance are quite con- 
tent in the belief that they are doing 
a fine thing, and their dtity, whereas 
the business man who can pay for $50,. 
000 insurance has generally trained his 
family to live in such a way that they 
are going to be in difficulties if the 
income from the $50,000 does not con- 
tinue to be satisfactory. In such cases 
Mr. Gseller presents these facts to his 
prospect: 

“If you die, a $50,000 check will be 
sent to your widow. What is she go- 
ing to do with it? She has had no 
experience in business and must depend 
upon advisers. She must choose her ad- 
visers just as carefully as she will her 
investments. It is a big responsibility. 
Why not let the life insurance com- 
pany pay this income to your wife or 
children? It will take your place. If 
the company makes a mistake in its 
investments your wife doesn’t have to 
bear the blow. The income is guar- 
anteed. Nothing can happen that will 
stop it.” 

This line of talk always finds an 
eager, interested auditor, who im- 
mediately starts figuring how much the 
installments on his policy are. 

“As a rule; they feel that the income 
is too small and talk of increasing 
their insurance in order that the policy 
shall provide an instalment which they 
think is adequate,” said the life man. 
“It is then easy to close them for 
more insurance.” 

Life Gompany Versus Trust Company 

Mr. Gseller has been in the life in- 
surance business since 1883, during all 
of which time he has been with the 
National of Vermont. He has always 
carried considerable insurance. Some 
years ago the thought came to him 
“How will my family be guided in in- 
vesting my insurance? How can I pro- 
tect my wife and children after I am 
gone?” He went to a trust company 
which offered to handle the affairs of 
his estate. 

But, after figuring that he would 
have to pay a percentage to the trust 
company for doing the work, and also 
considering the limited nature of trust 
company investments, which pay low 
interest, he became convinced that a 
much more profitable arrangement can 
be made with a life insurance company. 
Having convinced himself he did not 
find it difficult to convince others, and 
that is the reason he has been so 
successful in inducing men to increase 
the amount of their insurance. 


BAD PUBLICITY 





So Northwestern Mutual Regards Pub- 
lication of Death Claims for 
General Circulation 





The Northwestern Mutual Life has 
gone on record against the publication 
of death claims, saying in Field Notes: 

The announcement of the Equitable 
Life of New York that it has discon- 
tinued the publication for general cir- 
culation of lists of death claims is 
very significant. The Society finds 
that get-rich-quick promoters have 
been using this information to get at 
the widows of members when they 
have come into possession of large 
sums of cash and are at the same 
time under a nervous strain which 
makes them especially susceptible to 
the wiles of these heartless rascals. 

The Northwestern has not for many 
years printed such lists, even for pri- 
vate circulation among agents, as the 
Equitable proposes to do. There may 
be some advertising returns in death 
lists, but if one single widow can be 
shown to have lost $1,000 in conse- 
quence of such publicity, then such 
advertising is too expensive. A life 
insurance company should be, above 
all other considerations, an organiza- 
tion for the protection of the widowed 
and fatherless. 





Robert Stone, an insurance attorney 
of Topeka, Kan., may be the next 
speaker of the Kansas house. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York I 
Department, the report on which has 
ust been issued shows the Company to 

in splendid condition in every 
spect with an excellent record in all of 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


_ 
its 


“From the above report it is apparent 
that the Company is efficiently managed, 
its claims under its policies promptly 
7 and its policyholders treated 

y- 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
reater than in 1909 and the insurance in 
| ate having increased from $92,532,533 in 
the year mentioned to over $116,c00,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts 
256 Broadway, New York, N. Y. 











members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 

















WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 






DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 







Semiziat > — 


E INSURANCE COM 
or MASSACHUSETTS 


BOSTON 
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Pan-American Life Insurance Company 


New Orleans, Louisiana 


C. H. ELLIS, President 





Total Resources 


Total Insurance in force December 31st, 1913..... ++eees-- $13,280,105 
December 31st, 1913........ erated 


2,230,532 








We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Building 


New Orleans, Louisania 
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AN AUTHORITY ON ALL FORMS 


HENRY D. APPLETON’S CAREER 








First Deputy of New York Insurance 
Department is in Charge of 
Albany Office 





Henry D. Appleton, superintendent 
of the New York Insurance Department, 
probably knows as much about insur- 
ance blanks and forms as any man in 
the world. For thirty years he has 
been with the New York Insurance De- 
partment, and is now head of the de- 
partment’s Albany office. For eighteen 
years he has been a member of the 
Committee on Blanks of the National 





HENRY D. APPLETON. 


Convention of Insurance Commission- 
ers, being chairman of the committee 
since 1905. 
Appointed by John A McCall 

Mr. Appleton is the son of Henry D. 
Appleton, physician, and of Catherine 
(Brink) Appleton. He was educated at 
Mount Washington Collegiate Institute, 
New York city, from which institution 
he was graduated in 1877. He was 
appointed confidential secretary to 
Mayor Edward Cooper, and served in 
that capacity from 1879 to 1881. He 
was then appointed by Comptroller 
Campbell chief tax clerk in the Bureau 
for the Collection of the Arrears of 
Taxes and Assessments in the Comp- 
troller’s Office of the city of New 
York, where he remained during 1881 
and 1882. On June 1, 1883, John A. 
McCall, then State Superintendent of 
Insurance, appointed Mr. Appleton 
certificate of authority clerk in the 
State Insurance Department. He was 
successively promoted to the position 
of order clerk, chief clerk, and was 
made Second Deputy Superintendent by 
Superintendent Louis F. Payn, June 15, 
1897. He was appointed First Deputy 
Superintendent by Superintendent Otto 
Kelsey, May 1, 1908. Mr. Appleton is 
a recognized authority on all insurance 
matters. He is a member of Masters’ 
‘Lodge, F. & A. M., of Albany, and of 
the Fort Orange Club. ; 





WHAT SHOULD BE SACRIFICED 

“In the case of too many men, when 
a policy of retrenchment is inagurated 
its effect is first felt in the home; and 
it is also true that most wives and 
children cheerfully deny themselves 
in order that the father may not be 
interrupted in his own luxurious and 
expensive habits,” says the Illinois 
Life. 

“If the average man were as willing 
to make personal sacrifices for the 
benefit of those at home, as those at 
home are willing to make personal sac- 
rifices in order that his pleasures may 
not be curtailed, the life insurance 
companies would not only be writing a 
greater volume of new business each 


year, but the business that is written 
would be less prone to lapse. 

“The great majority of those who 
should be buying life insurance to-day 
are in just as good condition to pay 
the premium as they were a year ago; 
and there is a very large number of 
men less able to pay the premiums 
than they were a year ago who need the 
insurance protection now more than 
they did then, and they are still well 
able to buy it.” 





ELECT H. A. HODGE PRESIDENT 





Annual Meeting of Texas Life Conven- 
tion at Houston Discusses 
Interesting Questions 





At the annual meeting of the Texas 
Life Convention, held in Houston, on 
November 10, policy forms, cash sur- 
render and loan values, first year costs 
and interest were among the subjects 
discussed. 

Henry A. Hodge, president of the 
San Antonio Life, was elected presi- 
dent; Louis Linzmeyer, Southland Life, 
first vice-president; C. B. Johnson, 
Amarilla National Life, second vice- 
president; L. H. Collier, American Na- 
tional Life, third vice-president; and 
L. M. Cathles, Southwestern Life, 
secretary. The executive committee is 
constituted as follows: 

A. R. Roberts, Amicable Life; F. H. 
Davis, American National; Dr. F. J. 
Combe, Equitable Life; C. B. Johnson, 
Amarillo National; N. H. Lassiter, Ft. 
Worth Life; B. P. Bailey, Gibraltar 
Life; O. S. Carlton, Great Southern 
Life; J. H. Thompson, Guarantee Life; 
Judge J. E. Cockrell, National Tem- 
perance Life; Dr. W. A. King, Pru- 
dential; A. S. Doerr, Sam Houston 
Life; Henry A. Hodge, San Antonio 
Life; James L. Mistrot, Southern Union 
Life; James A. Stephenson, Southland 
Life; T. W. Vardell, Southwestern 
Life; John D. Mayfield, Texas Life; 
M. B. Davis, Two-Republics Life; E. 
P. Greenwood, Wichita Southern Life. 

Upon the invitation of A. R. 
Roberts, of the Amicable, it was voted 
that the next meeting of the Texas 
Life Convention would be held in 
Waco. 

A general vote of thanks was of- 
fered the officers of the two Houston 
life companies, viz., the Great South- 
ern Life and the Guarantee Life, for 
the good time every one enjoyed while 
in Houston. 





PARTIAL BENEFIT SYSTEM 





Junior Order Benefit Association Ex- 
amined by New York Insur- 
ance Department 





An examination has just been made 
by the New York Insurance Depart- 
ment of the affairs of the Junior Order 
Benefit Association of Brooklyn, N. Y., 
which insures members of the Junior 
Order of United American Mechanics 
of the State of New York. 

It was formed in 1911 and had in 
good standing on September 30, 1914, 
67 subordinate lodges, having a total 
membership of 7,866 and insurance in 
force amounting to $3,141,000. 

Members do not become entitled to 
full benefits until 270 days after ad- 
mission. This limitation is to be ex- 
pected in a fraternal organization. 
Thus death occurring from one to 90 
days after the certificate is in force, 
entitles the holder to one-fourth of his 
insurance. From 91 days to 180, one- 
half of the benefit is paid and from 
181 to 270, three-fourths of the face of 
the certificate is paid. 

Such a system is quite different from 
a iegal reserve life insurance policy 
where a man is really insured without 
reservation after he has been accepted 
end his premium paid. 





Carry yourself with a self-confident 
air, an air of self-assurante, and you 
will not only inspire others with a be- 
lief in your strength, but you will come 
to believe in it yourself, says the Bank- 
érs Life Bulletin. 

















: Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘ oldest company in America”’ 
mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N. Y. | 











You Wish To Be Paid Well A Word to the Wise is 








for your efforts. Producers receive Sufficient 
liberal compensation under the Grow Up With A Growing 
Direct Agency Contract Company 


OF THE MANHATTAN LIFE 
A top-notch renewal income as- 
sured for years to come. 


Several pi of llent terri- 

tory, with exclusive rights, open 

for men of character and ability. 
For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 


Pittsburgh, Pa. 


Ww. 0. BALDWIN, 
President 





HOWARD 8. SUTPHEN, 
Director of Ageucies 

















Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressivespeople and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
State are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 











Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Inc. 1851 
New policies with modern provisions Attractive literature 


W. D. Wyman, President W. S. Weld, Supt. of Agencies 











The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913..........- $23,869,332.00 
Dees 005-006 045 Cees w ns 5 wb ese ale Sana) Se 
ROSSTUO cccicccecs ooces TreTrr .- 1,803,659.29 
Gamphes .iccccccccccccccecccccce eoccesec 453,249.23 
Death Losses .........-- Seetetas wmeekens 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 
Compulsory Deposit Law. 

We have open territory for high grade men in the States of West Vir- 

inia, Illinois and Indiana. If interested in « liberal contract, write the 


ompany. 
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CLUB SYSTEM IS EXPLAINED 





Kansas City Company Develops New 
Plan for Writing Legal Reserve 
Business—Maternity Benefits 





A plan unique in its scope has been 
put out by the Pioneer Life of Kansas 
City, Mo., which scheme is based on 
the promise that life insurance is a 
co-operative public social service. The 
Company has recently acquired the ex- 
perience and ability of J. F. Egan, for- 
merly head of the monthly premium 
department of the Equitable Life of 
New York. It is he who has begun 
the development of plans which for a 
legal reserve life insurance company 
are a decided innovation. 

The Company expects to make appli- 
cation before long for a license to do 
business in New York State. It differs 
from most companies as to its attitude 
toward the loading of premiums, for 
while in other companies premiums are 
loaded if not paid annually in advance 
at 4 per cent. for semi-annual; 6 per cent. 
for quarterly, and 10 per cent. for 
monthly, the Pioneer has arranged so 
that its premiums on every basis are 
equivalents. 

Premlums Not Loaded 

In other words, the monthly premium 
which is one-twelfth of the annual is 
not loaded, because of its being paid 
twelve times a year, instead of in ad- 
vance. Thus if a premium was $24 on 
the annual basis, it would be an even 
$12 if paid twice a year and $2 a month 
if paid twelve times a year. 

Besides writing life insurance the 
Company handles accident and health 
business. As to the club plans, the 
Company will permit ten or more per- 
sons between the ages of 16 to 65 years, 
accepted for insurance, to organize a 
local pioneer club. For each member 
in such club the Pioneer Life will pay 
$2 yearly to the club to be used ex- 
clusively for its own local benefits. 

The character of clubs permitted is 
very broad and in explanation of the 
scheme the Pioneer Life points out 
that the members of any such social 
or welfare club are permitted to fol- 
low their own ideas of social work. 
The Company does not pretend to tell 
them just what sort of local interests 
of their own they will further in this 
way. 

All policies—except for term insur- 
ance—in amounts of $500 or more pro- 
vide an immediate funeral benefit of 
$50. The benefit is paid by the Com- 
pany immediately upon notice of death, 
and without recourse. A maternity 
benefit is provided on the basis of $50 
per $1,000 of insurance, by the pay- 
ment of a small extra premium. Pol- 
icyholders are permitted to appoint the 
Company as their agent to look after 
their burial after giving instructions 
as to the expense to be incurred. 
Women medical examiners will be pro- 
vided for women applicants and total 
abstainers will be allowed a five per 
cent. deduction on their premiums. 

Policies provide that after the sec- 
ond year the premium will be reduced 
annually until the expiration of the 
tenth policy year. Thereafter, the pre- 
mium rates will continue without 
change. 





HELPING THE NEW AGENT 





Experience Shows That He Needs 
Assistance Until He Learns 
the Ropes 





Should the new agent, just breaking 
in, “go it alone,” or should he be 
assisted by an older and more experi- 
enced man. J. A. Johnson, of Van- 
couver, has some interesting views on 
this subject: 

“I can never forget the experience 
as related by one of the largest life 
underwriters on this continent at a 
meeting some years ago. He pointed 
out that after having been engaged in 
another business for some years, he 


ful in the other line he felt that assist- 
ance in his case was unnecessary. At 
the end of the first month he found 
himself without a single dollar of busi- 
ness, at which time his manager urged 
him to accept assistance; but still feel- 
ing that he was able to master the 
situation, he started out for another 
month with precisely the same result, 
at which time he made up his mind to 
give up the business. However, pres: 
sure was brought to bear and he was 
induced to accept assistance, which he 
finally did, with the result that the past 
fifteen or twenty years he has been 
one of the largest writers of life insur- 
ance on the American continent. He 
had the tact and ability but was not 
applying them properly. His experi- 
ence is being repeated by many a man 
in the life insurance business to-day.” 


A $1,000,000 POLICY 








Group Written by Colonial Life Covers 
Bank, Trust Company and 
Plant Employes 





The Colonial Life has written a 
group policy covering employes of the 
First National Bank, The Jersey Title 
Guarantee & Trust Company, The 
West New York Trust Company and 
the Joseph Dixon Crucible Company, 
all the principal offices in Jersey City. 

Under the terms of this policy each 
employe is insured for the amount of 
one year’s salary as long as he, or 
she, remains in the active employ of 
any one of the institutions, the premium 
being paid by the employers. 

The amount of insurance issued on 
each individual life thus far averages 
$1,120, and accordingly the probable 
ultimate aggregate of all insurance in- 
volved in this group transaction will 
exceed $1,000,000. 





SALES POINTS DISCUSSED 





Mutual Benefit Representatives Bring 
up Interesting Points That Arise 
in Field Work 





William H. Beers, Jr., and William 
Winton of the Mutual Benefit Life, 
writing in “The Pelican,” say that it 
would have paid someone to have 
talked Business Insurance to Henry 
Ford, of Detroit, when he was a me- 
chanic. Probably no one thought at 
that time that he would later become 
the controlling head of the largest 
automobile factory in the world. The 
farmer may become an agricultural 
implement dealer; the clerk may be- 
come a merchant; the stenographer 
May become secretary of the organi- 
zation. Even if the prospect’s busi- 
ness or work does not readily suggest 
the matter of business insurance, it 
ig well to cover this desirable feature 
in a few words; it may pave the way 
for larger things in the future. Mr. 
Beers learned this lesson through clos- 
ing a sale for $10,000, where he had 
failed to arouse any interest or de- 
sire through the presentation of 
“Family Protection,” or “Self-Protec- 
tion.” He now makes these three 
factors part of each selling talk. He 
has “three strings to his bow.” 

It is desirable to illustrate the values 
in the policy from the amount of $2,000, 
as this affords an opportunity to pre- 
sent the very important matter of In- 
come Insurance. Furthermore, it has 
been proven repeatedly that it is as 
easy to sell $2,000 policies, as it is 
$1,000 policies. 





WHEN CAPITAL IS DISTURBED 

Capital disturbed by political and 
industrial conditions and the economic 
disaster of a world war is not flowing 
into investment channels, says the 
Travelers Insurance Company. It is a 
matter of history that in such periods 
the amount invested in life insurance 
shows the largest increase, for life 
insurance has no hazards, and is an 
investment undisturbed and unthreat- 
ened. This nas always been the case 
and it is the case today. 








By the 


CALL ON COMPTON 





The Service Route to Success 


Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





E INSURANCE COM 
OF BOSTON MASSACHUSETTS 
220 BROADWAY 

PHONE 6030-6031 CORTLAND 





NOLdUNOD NO ‘TIVO 








CALL ON 


COMPTON 

















Assets over One Million. 


(average One Million a month). 
We want a capable general 
Important open territory. 








The Guarantee Life Insurance Co. | 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. | 


Business received first eight months, 1913, over Eight Million. 


agent for vacant office. | 











Speci! AGENTS 
If You Mean 
FOR - 
Business 
OHIO If ein Con Do 
tan al usiness 
Write to Me 


Manager of Agencies 


Philadelphia 


Philadelphia, Pa. 


JACKSON MALONEY 


Insurance Company 


N. E. Cor. Broad and Sansom Streets 


Special 


ILLINOIS 


Life 


(Eastern Underwriter)..... 
Name ... 

Street No. . 

City and State. . 

References 

















iacastinliamaats 


Total Abstainers’ Policy 


means a direct money advantage to the in- 
sured and a wonderfully big advantage to 
the agent over his competitors. Ask us. 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 














FARMERS IN THE LEAD 


In the New York Life’s compilations 
of occupations of nearly 2,000 people 
to whom policies were written at the 
home office during a week of Novem- 
ber farmers led, there being 224; mer- 
cnants and clerks were tied for sec- 
ond place with 201 applications each. 
Next came salesmen. 


WOODS AGENCY GAINS 


The members of the Edward A. 
Woods agency of the Equitable forward- 
ed to the home office during October, 
applications totaling $2,062,519 and 
numbering 664 cases. This was a gain 
of 102 in number of applications and 
—" in insurance over October, 
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FROM HOME OFFICE TO THE FIELD 








How Two Large Producers of Mutual Life Won Success After 
Securing Sound Basic Knowledge 








Some of the most successful life in- 
surance producers in the country give 
the responsibility for their success to 
the training they received in the home 
office in clerical or other positions. 
Naturally, these men were ambitious to 
make more money and to brceaden out, 
or they would not have won the re- 
wards that have come to them. Two 
cases to the point are Charles E. Cawl, 
working in the New Jersey field, who 
will write $1,000,000 during the fiscal 
year for the Mutual Life; and Horace 
J. Wippell, of the Union Square 
branch of the company, New York, who 
piles up a good volume with utter dis- 
regard to the state of general business 
conditions. 

Was Mayor of This Town 

After being Mayor of Roselle, N. J. 
for five years and having been offered 
the nomination for State Senatorship 
Mr. Cawl decided that while political 
glory was all right the best road to 
real success is by specialization. For 
some years he had been in the home 
office of the Mutual Life, where he had 
been through various departments. For 
eight years he was secretary to Vice- 
President Granville M. White; and for 
four years his work was with the 
bureau of applications, where he sur- 
rounded himself with a high grade of 
clerks who were constantly being 
sought by the various departments 
throughout the home office. He also 
assisted J. M. Thomson, the Company’s 
systematizer. 

Always Mr. Cawl had in mind going 
into the production end and he found 
that this early training was invaluable, 
from the standpoint of service to the 
applicant. 

One day Mr. Cawl went to the vice- 
president and said: “I would like you 
to get a man to fill my place, as I 
want to be transferred to the field.” 
He arranged with Cawl to go with the 
manager of his home State (New 
Jersey), Frank W. Adams, also a former 
home office man. In the field Mr. Cawl 
was a success from the start, and im- 
mediately took the leadership for New 
Jersey and for the last quarter of 1914 
was second for the whole country in 
amount of paid business. He early 
this year. qualified for the $200,000 
Club. 

Cawl’s Method Explained 

Asked how he made his success Mr. 
Cawl said: “The three prime essen- 
tials for a life insurance agent are 
earnestness, sincerity and thorough- 
ness in work. I always place myself 
in the position of the applicant giving 
him the benefit of my many years study 
of the science of life insurance. I 
claim that it is a science and a pro- 
fession. During a first interview I let 
the applicant understand that the re- 
lationship between him and the profes- 
sional solicitor is one of professional 
confidence such as exists between 
patient and physician, or client and 
lawyer, and I obtain from him an inti- 
mate knowledge of his family needs 
and financial ability, and thus am able 
to give him the benefit of my many 
years study of the science of life in- 
surance. I select for him the kind of 
policy and the amount which he should 
have, without any idea of salesmanship 
or overwriting, in other words, do his 
insurance thinking for him. 

“I have often sold a man by merely 
listening to him. I educate him and 
make him rise to the importance and 
need of life insurance. The men who 
take out large policies must have con- 
fidence immediately in the scientific 
knowledge of the agent to whom they 
are talking, and they must feel that 
they know him personally and respect 
him although it is the first meeting.” 

During his political career Mr. Cawl 
developed unusual oratorical talent, and 
naturally this has been a tremendous 
aid in his work of soliciting. In rub- 


bing shoulders with politicians and 
other men of affairs he has gained a 
knowledge of human nature that en- 
ables him to understand and handle 
men intimately. Mr. Cawl is a LL. B. 
from New York Law School. He gives 
credit for his success entirely to his 
training under Vice-President White 
and J. M. Thompson, the company’s 
systematizer; Dr. P. M. Foshay and Aus- 
tin D. Reiley. 

Learned Most By Close Observation 

Horace J. Wippell came to New 
York looking for a job after the Span- 
ish-American War, in which he served 
with a New. Jersey regiment. He 
found a job in the statistical depart- 
ment of the Mutual Life. One day he 
confided to George K. Sargeant ambi- 
tions to go into the field, believing that 
a man of ability may be lost in New 
York among hundreds of other em- 
ployes in an office. He was sent to 
Montgomery, Ala.; later to Omaha and 
then to Scranton. In these places he 
was in the cashier’s office and he came 
into contact with many successful 
agents. With his thoughts toward the 
iuture he kept his ears open and it 
was not long before he found the modus 
operandi of these agencies, and felt 
that he could succeed in the same way. 
Going out as a producer for the Union 
Square agency in New York he wrote 
nineteen applications the first month. 
He did not try for spectacular busi- 
ness, but kept plugging away small 
policies at first and gradually larger 
ones. It was not long before he was 
a large producer. He said to The 
Eastern Underwriter: 

“I found that my home office and 
branch office experience gave me a 
knowledge of conditions that proved in- 
valuable. It was no trouble for me to 
ccenvince men that I knew the technical 
epd of the game and could answer 
every question from my training. Then, 
too, as soon as I started writing busi- 
ness I picked up a lot of things that 
ope can never learn in an Office. I 
have always felt that each day teaches 
something new. And that is one reason 
why an agent should pay a number of 
calls every day. He will learn some- 
thing, even if unsuccessful in getting 
applications.” 

Importance of Technical Knowledge 

The moral of this story is that about 
the best way for a life insurance man 
to succeed is to know his business. The 
better his technical equipment the 
quicker will he attain success. 





LIFE INSURANCE PRESIDENTS 





Addresses by A. Barton Hepburn and 
John H. Finley at Annual Meeting 
Next Month 





The Association of Life Insurance 
Presidents always is addressed by par- 
ticularly interesting speakers at its 
annual conventions. The annual con- 
vention at the Hotel Astor, New York 
city on December 10 and 11 will be no 
exception. 

A. Barton Hepburn, chairman of the 
board of directors of the Chase Na- 
tional Bank of New York, will discuss 
the relation of life insurance to the 
credit fabric of the business world, 
this subject coming under the central 
theme for this year’s meeting, namely: 
“The Common Interests of Life Insur- 
ance, Education and Business.” Mr. 
Hepburn is one of the foremost bankers 
of this country. 

John H. Finley, State Commissioner 
of Education of New York, will dis- 
cuss “Response of Our Educational 
Institutions to Present-Day Business 
Needs.” 

The Middle-West section of the coun- 
try will be prominently represented at 
the meeting by President Jesse R. 
Clark of the Union Central Life In- 
surance Company of Cincinnati, who 
will act as chairman. 


KEEP A STIFF UPPER LIP 





Don’t Back Down at First Sign of 
Objections—A Fault of In- 
experience 





The purchaser of an article will in- 
stinctively run it down. It doesn’t 
make any difference whether it is an 
automobile, a aorse or a life insurance 
policy, which leads the Northwestern 
National Agent to make these com- 
ments: 

“An inexperienced salesman or a 
poor salesman is unduly affected in 
his attack by. this defensive attitude. 
Instead of bearing down all the harder 
for every objection raised, and finally 
gaining his point by storm, he gives 
ground, weakens, and either gives up 
altogether or else lowers his price to a 
point where his legitimate profit is lost. 
In life insurance salesmanship the 
price cannot be lowered, so the weak 
salesman, instead of forcing the at- 
tack, retreats at each objection, finally 
begging for just $1,000, urging the 
cheapness of the Term rate, and offer- 
ing the maximum time on note settl2- 
ment. Such a weak-kneed salesman 
not only is unxzble to make a living 
himself, but he ruins innumerable 
prospects for others. A prospect who 
in this way apologetically is sold a 
little policy at a cheap rate on a note 
which the agent attempts to persuade 
him is a distant and trivial obligation, 
has no respect for the agent, and little 
for his policy, which he finally takes 
to rid himself of a bore who isn’t worth 
good stiff opposition and which he 
lapses at the next premium date. The 
salesman who stays by, who fights to 
the last ditch for the policy, which 
he thinks the prospect could and should 
carry, is the man who commands re- 
spect, who wins friends and boosters 
with every application, and who is a 
credit to the business.” 





USING TELEPHONE DIRECTORY 

W. E. Smock, of the Bankers Life, 
says: “Tell the boys if they have not 
tried having a telephone directory 
checked by a banker and then ask the 
home office to circularize the checked 
names, they have been missing some- 
thing—best plan out to write new busi- 
ness on—I have tried it and know 
whereof I speak. It will put the hard- 
est worker behind in his work but far 
ahead in business written.” 





A convention of Mutual Life Agents 
was held in Erie, Pa., on November 11 
and 12. 
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Life Insurance Company 
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Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
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“BUILT FOR ALL TIME” 


San Antonio Life Insurance Co. 


SAN ANTONIO, TEXAS 
GROWTH IN ASSETS 


$426,085.00 1910.........c000- $2,629,020,00 
485,915.57 1911... . 4,083,650.00 
543,004.04 1912... 4,715,584.00 
607,788.11 BOIS... ccccccesece 6, 134,044.00 


Men of character and ability can secure agency contracts by writing 
HENRY A. HODGE, President 


INSURANCE IN FORCE 














THE EASTERN UNDERWRITER 





November 20, 1914. 














Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











One of the ieading 
general agents always 
asks an applicant for 


a place on his staff 
the following question 
during their first interview: “Do you 
earry insurance?” If the answer is 
“No” the general agent says he is sor- 
ry but he can’t place the man. The 
reason is very simple. In order to 
sell life insurance one must believe 
in it. If one doesn’t carry life insur- 
ance the chances are there is not much 
enthusiasm for the proposition. The 
biggest producers in the country carry 
large lines themselves. The life in- 
surance man is not like the cobbler 
who wears poor shoes, or the tailor 
who wears ready made clothes. The 
real agent leaves his widow substantial 
insurance when he dies. 
o 2 = 

It is the procrastinator who 

The follows the line of least re- 

Easiest sistance. What is easiest 

Way for him to do, is what he 

wills himself to do—any- 
thing else is too hard. “Agency Items” 
of the Bquitable Life sizes this prop- 
osition up as follows: 

“In this enlightened age everybody 
believes in life insurance. But many 
who are physically eligible for a policy 
are not insured, or, if insured, carry an 
insignificant amount. Why? Probably 
because the need of insurance is never 
keenly felt until accident or sickness 
brings to mind, fairly and squarely, the 
uncertainty of life. 

“A craving for food, warmth and 
bodily comfort must be satisfied or the 
penalty-is physical pain. On the other 
hand there is no immediate penalty if 
a family’s need of life insurance pro- 
tection remains unsatisfied. Hence, the 
tendency is to move along the line of 
least resistance—to put the matter off, 
assuming that neither accident nor 
sickness will preclude taking a policy 
“at a more convenient season.” If a 
family’s need of insurance could make 
itself felt by inflicting physical palin on 
the bread winner, delay and its dire re- 
sults would be practically unknown. 
Unfortunately the pain which ultimately 
resuits from the want of insurance is 
borne not by the bread winner, while 
there is time to secure it, but by his 
family after he has passed away, when 
the opportunity has gone by forever. 

“Agents are necessary because the 
need of insurance is insidious and the 
lack of it: not attended with either 
physical or mental torment. It is 
human nature to put off that which is 
not insistent, to move along lines of 
least resistance. To turn a man from 
this line of least resistance to a line 
of duty is the province of the agent.” 
s o ” 


The building up of a debit 


Must Insure 
to Become 
an Agent 


Master is an important matter and 
Debit one which is fundamental 
Building in the industrial life insur- 


ance business. This is 

what the Public Savings “Ladder” says: 
“If you were building a house, wagon, 
street or a business, your reputation 
and profit would depend on the quality 
and permanency of your work. It is 
the same in debit building. To build 
is to increase and strengthen, and 
every stroke must be toward this end. 
A straight canvass is the prime essen- 
tial of increase, and the care of the 
old business and the quality of the new 
business determines its strength. The 


true debit builder knows that the suc- 
cess and remuneration comes oniy in 
growth—constant and persistent growth. 
He also soon discerns that the building 
advances the most rapidly when'he care- 
fully safeguards all 


the outlay. and 


labor of the past and keeps on hand 
an abundant supply of new material 
to make his debit larger and larger. 

“Remember, Mr. Field Man, that you 
are a debit builder from Monday morn- 
ing until Saturday night. Every act 
of yours must be toward this end if 
you are to progress as you should. 
When making your collections on Mon- 
day, Tuesday and Wednesday you 
should be everything but a mere col- 
lector; instead you are a preacher of 
life insurance protection. You are 
driving nails here and there and yonder 
that cause such a high appreciation 
and joy in the ownership of your com- 
pany’s policies that slow pays become 
the exception rather than the rule. 
You are a debit builder of the right 
order where every family on your 
debit is a sub-agency to help you to 
be the leading builder—increase-maker 
—in your staff and office.” 

* * e 


Working classes, aS a 


Everybody rule, are inclined to sus- 
Can Carry pect the motives of 
Insurance sharp business people. 


The best thing to dis- 


arm that suspicion is honest evidence 
of friendship. The insurance agent 
must, therefore, approach the subjects 
of his canvass in a truly fraternal 
spirit. He must make it plain to the 
people that the object of his proposi- 
tion is to help them. This task accom- 
plished, his further work is easy; no 
further closing arguments are neces- 
sary, says A. R. MclIsaac, of Sydney. 
Above all business men, it behooves 
the insurance agent to deal with his 
subjects in a candid, cordial manner. 
When other business men are laying 
their proposals before their clients and 
customers, the latter usually feel that 
what is offered to them is needed by 
them; it may be bread, it may be meat, 
it may be raiment, it may be anything 
that is popularly deemed necessary. 
In the case of life insurance, however, 
not all are able to see without efficient 
explanation, that such a thing is neezs- 
sary for them at all. And herein iies 
the immense need of an agent’s skill 
and tact. He must be kind, courtevus 
and convincing. To all men he must 
be perfectly honest in his representa- 
tion of facts. Without any undue pres- 
sure, he must make it clear to the 
man whom he addresses that there 
are mutual interests and advantages 
embodied in the proposition urged. At 
the very outset there should be clear 
confidence and goodwill established be- 
tween the insurer and the insured. 
Without this it is exceedingly difficult 
to secure in subsequent transactions 
the willing co-operation of both parties. 
An agent has no apology to make for 
insisting on the propriety of insuring, 
if the subject of the risk can afford it 
and is otherwise acceptable. Someone 
has said that “money is not made but 
saved.” Every dollar that a man pays 
on a policy of insurance is money 
well saved, and will, like bread cast 
upon the waters, come back to him 
with interest after many days.. There 
are some people who delude them- 
selves into the belief that they cannot 
carry an _ insurance. An ordinary 
laborer could buy a year’s insurance 
of a thousand dollars with the wages 
of one month, leaving the earnings of 
eleven months to defray all other fi- 
nancial obligations, and surely any 
young man should put away for the 
future one month’s earnings every 
year. The sacrifice of one cigar or 
one drink a day would keep handsome- 
ly insured some type of a young man 
who never saves a cent. Any average 
wage-earner in good health could af- 
ford $1,000 insurance, if he so willed. 





THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 


Our 








Most people who buy 
Term insurance do 
so in the belief that 
they will be making 
plenty of money if 
they live, and that temporary protec- 
tion, while they are making it, is all 
that they require. 

“But it does not take these people 
long to find that they are not making 
the money they thought they would,” 
says The Prudential Record. “A year 
passes by and they find themselves sub- 
stantially no better off, and each suc- 
ceeding year it is the same. That is 
the common experience, as attested by 
the statistics of dead men’s estates. 

“When a man sees that he has over- 
estimated his money-making power, he 
can easily be brought to realize that his 
term policy, if he has one, is not the 
right kind of policy for him. You 
should, therefore, make a strong effort 
to get him to convert the policy. There 
are comparatively few term policies on 
the company’s books that could not be 
converted to more stable protection if 
judicious steps were taken to convert 
them. A man who sees himself get- 
ting no richer and whose term policy 
will expire before many years, leaving 
him so much older and possibly unfit 
for insurance on physical grounds, 
ought to appreciate the advantage of 
being able, without having to pass a 
medical examination, to switch over to 
a form of protection that will last as 
long as he does and that will be a 
financial prop to him in his declining 
years.” 


Sidelight 


on 
Term Policies 


- + * 
Help from within is what 
Getting counts when  discourage- 
That ment tries to enter—not 
Lift from without. “The Interna- 
tional Lifeman” says: 
“ Give me a lift’ is the innermost 


yearning of almost every worker, at 
times—times when the clouds are 
lowering—when many long days of 
hard work have failed to bring results. 
Something seems to discredit one’s 
ability now and then—something seems 
to gnaw at one’s self-confidence—and 
bid him call for help. Those are danger 
signals and should be heeded quickly 
lest one give way and wreck his craft 
—-weaken his character. 

“Never a substantial, lasting lift can 
a lifeman get from’ without. All the 
help that comes to him, except through 
his own initiative and hard licks in 
times of stress, will be certain to prove 
fleeting and weakening. All the help 
one needs, like the kingdom of heaven, 
is within. And it is the only reliable 
help vouchsafed to man under any 
condition. 

“The great law says: ‘You have 
within you every essential to success— 
nothing you could need has been over- 
looked—and you are the captain. Trust 
to outsiders and you are lost—call upon 
yourself and help is certain.’ Every 
time one heeds the great law he not 
only gets a ‘lift’ quickly but finds that 
he has made great progress in self- 
confidence, the corner-stone of all 
success. 


“It’s about as hard for a man to get 
a lift that will do him any good from 
the outside, as to lift himself by his 
own boot straps.” 


* * * 
The relation of big 
What dividends to high pre- 
is a miums is discussed in the 
Dividend recent issue of “Club 


Topics” published by the 
home office agency club of the Pitts- 
burgh Life and Trust. It says: 

“A great many prospects get the im- 
pression than an annual dividend rep- 
resents the interest or profits which a 
company has been able to earn from 
investment of the premium. Frequently 
they are attracted by the apparently 
large dividends paid by some compa- 
nies which charge a high premium, and 
ignore the virtue of a policy for which 
a low participating rate is charged, 
which must necessarily produce a low- 
er dividend, but upon which the net 
cost may be as low or even lower. 

“Correctly speaking, a dividend is 
merely a refund of the excess charge 
in the premium. It is made up of the 
savings from mortality, loading and any 
excess earning over expected returns 
from investments, none of which the 
company is able to predetermine when 
fixing the rate. 

“With a careful investment of funds. 
economical management and a favor- 
able mortality, a company should be 
able to effect a saving for the policy- 
holder, which is returned in the shape 
of a dividend. A company having a low 
participating rate, gives the policyhold- 
er certain advantages. In the first 
place the assured is guaranteed that 
his premium will never be higher than 
stated in the policy, even should a divi- 
dend be passed. He has had the bene- 
fit of the use of the difference in pre- 
miums and in the event of his death, 
his insurance has cost less than if tak- 
en with a high premium company.” 





SECRETS FROM WIVES 





It’s a Good Scheme When it Comes 
to a Decision Regarding 
Insurance 





Ordinarily, the ethics of keeping a 
secret from one’s wife is open to. de- 
bate. But that code doesn’t go in life 
insurance, according to testimony g'iv- 
en The Eastern Underwriter by suc- 
cessful writers. This is the argument: 

First: The average woman may be 
opposed to life insurance and offset 
the arguments of the agent. Second: 
If the applicant is rejected it causes 
worry over his physical defects for 
years in the home, creating a bad 
opinion of life insurance with those 
who visit the house. 





F. W. Coleman, an agent for the Se- 
curity Mutual Life, says that the in- 
suring public is becoming more dis- 
criminating each year in its demands 
for simple and brief contracts. 
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NEW WEEKLY INCOME POLICY 


INNOVATION 





PRU’S INDUSTRIAL 





Paid Weekly and Weekly 
ts to Beneficiary for 
13 or 26 Weeks 


Premiums 
Pay 








The Prudential Insurance Company 
this week announces another innova- 
tion in industrial insurance in the his- 
tory of which it has been so prominent 
—a weekly income industrial policy. In 
writing the field force President For- 
rest F. Dryden makes the following ex- 
planation of the new policy: 

“We have felt for some time in addi- 
tion to our other industrial policies, 
there is great need of some further pro- 
vision which would tide a household 
over a reasonable period, until the mem- 
bers have had time to readjust them- 
selves to changed conditions, especially 
after the bread-winner has been taken. 
This is in accord with the original pur- 
pose of the Company, as shown by its 
charter, which sets forth that one of 
its objects is to provide for the wants 
of widows and families after the death 
of the insured. 

“Thus The Prudential is again a 
Pioneer in announcing an Industrial 
policy which will meet this need through 
its payments in weekiy instalments of 
2 certain amount for a period of either 
thirteen or twenty-six weeks, as may 
be selected at the time appiication is 
made. The first instalment will be 
payable on receipt of proof of the death 
of the insured, and subsequent instal- 
ments on Monday of each week follow- 
ing until payments for thirteen or 
twenty-six weeks, as the case may be, 
shall have been made. 

“A beneficiary will be named in the 
policy, who must be a relative of the 
insured and not less than sixteen years 
of age, next birthday. The beneficiary 
must also have a clear insurable in- 
terest. If necessary, the beneficiary can 
be changed by the insured, but only 
in cases of real necessity. Policies 
will be issued to both sexes from age 
sixteen, next birthday, and upward. 

“The amounts of each weekly instal- 


ment, on the basis of various pre- 
miums, are given in the enclosed 
tables. Policies will not be issued for 


a weekly benefit of less than $5. 

“It will be noted that the total amount 
of the instalments slightly exceeds the 
amount of insurance payable in one 
sum purchased by the same premium. 
This is so because of the fact that the 
payments will extend over a period of 
thirteen or twenty-six weeks. Example: 
For fifteen cents a week a man aged 
30 can provide a weekly income of 
$9.21, payable to his widow for twenty- 
six weeks after his death. She will 
thus receive in all $239.46; whereas the 
amount payable in one sum for the 
same premium would have been $237. 

“The policy will, in general, be the 
same as the regular Whole Life policy 
except that a claim under the extended 
insurance provision will be paid in 
weekly instalments. The paid-up values 
or cash-surrender values will be pay- 
able in one sum.” 





WHY HE'S A LIFE MAN 





Only Work Where Every Ounce of Ef- 
fort Brings Its Own Reward 
Immediately 





The Missouri State Life recently 
asked for some opinions as to why 
agents became such. One _ clever 
writer had this to say in response: 

First of all, I am working for myself, 
that is, I am not subservient to any 
man, or as the expression goes, “I am 
my own boss.” 

Secondly, for every ounce of effort 
put into my work, I receive my reward. 
If 1 work hard I know that at the end 
of the day I can see results, for where- 
as I may not actually write the busi- 
ness that day, I know that my prospect 
soon cannot help but realize that what 


I have told him is true and he will 
eventually sign on the dotted line. 

Thirdly, every time I close a case I 
feel that I have not only benefited my- 
self, but have made my policyholder 
obligated to me for the rest of his life, 
or have done his beneficiary a great 
good. There is nothing that makes us 
feel better than the thought that we 
have helped another, and every time I 
close a prospect the feeling of satis- 
faction that comes over me I am sure 
cannot be equalled in any other line 
of business. 

Every day when I start out to work 
I say to myself: “Now, Old Man, re- 
member—you are not an ornament, but 
are here for a purpose—get busy.” At 
the end of the day I feei as if 1 have 
accomplished something and merit the 
rest that is coming to me. 





INTERVIEW VALUE 





Group of Phoenix Mutual Field Men 
Earned $2.69 During Every 
Call This Year 





Those who have given their thought 
and efforts to agency work have been 
conscious of the fact that every inter- 
view, or every call, or every hour 
which a representative spends in ac- 
tive solicitation of life insurance musi 
mean an average monetary return. In 
its report of an Atlantic City conven- 
tion of Phoenix Mutual men, The East- 
ern Underwriter made some mention o 
the fact that the Company has been 
keeping tab for two years of statistica! 
reports furnished by field men. 

It was determined that during 1913 
a group of leading field men of this 
Company earned $2.40 for every inter- 
view which they made, the value per 
interview being reckoned in first pre- 
mium commissions. This group paid 
for over $3,000,000 of new business in 
1913. A similar group of leading field 
men of this Company earned $2.69 for 
each interview which they made during 
nine months of the current year. 

Each man in this group is assured 
of $2 and upward every time he se- 
cures a real insurance interview. This 
is true as an average whether the in- 
terview is unsuccessful apparently or 
whether it results in a large applica- 
tion. To keep up the average remun- 
eretion from each interview it is not 
possible to “let down” after placing a 
large policy for the number of inter- 
views must inevitably be the founda- 
tion of the amount of the field man’s 
income. To reduce the number of these 
interviews per week or per month is 
to reduce similarly the earnings of the 
field man. “In no more certain way 
can we reveal the fact that time is the 
field man’s capital,” says the Phoenix 
Mutual’s “Field.” 





FACTS THAT LED TO SALES 





Submitted for Exploitation by 
Advertising Department 
of a Company 


Ideas 





Here are some facts that will lead 
to sales. They are compiled by the ad- 
vertising department of The Prudential: 

Find a man who saves money 
and. you have a man who ap- 
preciates life insurance. The in- 
telligence which makes a man save 
money enables him to realize that 
one of the best promoters of thrift 
is life insurance. For, after all, life 
insurance is saving money with 
protection added. 

Of course the first great object 
of life insurance is protection. But 
the method of protection is of as 
great importance. And a Monthly 
Income policy is one of the very 
best methods. 

Life insurance is playing an im- 
portant part in human affairs to- 
day. As a medium for saving 
money and an investment furnish- 
ing protection to the family it 
stands alone. Millions have found 
life insurance indispensable in the 
hour of trouble. 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


= Of the People 

i ¢ Compan By the People 

= — For the People 

The Daily Average of the Company's 
Business during 1913 was: 

549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.02 per day in Payments to 
Policyholders and Addition to Re 
serve. 


$164,025.94 per day in Increase of 
Assets. 
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JOHN R. HEGEMAN, President 








OLDEST - LARG 
Southern Life 


BOOB. o<cvcccesce 
L iabilities.......... 
Capital and Surplus. . 
Insurance tn Force 


GOOD TERRITORY 


ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 





Payments to Polic yholders since Sapa asses seces at emieniaca 
Is Paying its Policyholders nearly........... 


EST - STRONGEST 


1913; 


94, 668. 092.00 
14,138,137.61 
..$1,250,000.00 annually 


FOR LIVE AGENTS 











GREAT FIELD FOR YOUNG MEN 


IN NEW YORK 





LARGE INCOMES 





Wealthy Boys Just Out of College Easy 
to Write and So are 
Friends 





One reason why there are so many 
young- life insurance agents in New 
York city is because there are so many 
rich young men in the metropolis. They 
range from the “boy millionaire” of the 
Vincent Astor type down to the young 
fellow just out of college whose mother 
gives him an income of $5,000 or $10,- 
000 a year until he gets his start in 
life. Naturally, every man of this type 
is a splendid life insurance prospect. 

Alexander Dumas, Jr., of the New 
York Life, who is twenty-four years old, 
is a good example of the younger gen- 
eration of agents who has written an 
unusually large volume on the lives 
of fashionable young men of the city, 
although this is only a part of his busi- 
ness. He paid for nearly $600,000 last 
year. He has found that if you write 
one man in a circle it is easy to write 
his friends, and, naturally, a young 
man has a wider circle of friends than 
kas an older one because when one is 
young one is pretty apt to call every 
acquaintance a friend. 

Another advantage in writing young 
men is that they continue good patrons 
for Many years, and as their incomes 
increase so does their insurance. In 
New York, the city of great opportuni- 
ties for so many, it is not unusual for 
a man to make large increases in in- 
come by salary advances and other re- 
sources until the income is first 
doubled, then trebled, then quadrupled 
before he reaches the age of thirty. 

Life insurance is one of the few pro- 
fessions where a man’s age is not a 


bar and it is as easy to write at twenty 
as at fifty—being all in knowing how, 
while the returns are just as large. 





FINE PUBLICITY 





Life Underwriters’ Association of 
Louisiana Has Department in Daity 


Newspaper Every Week 





The chance offered the Life Under- 
writers Association of Louisiana to 
edit a department in a New Orleans 
daily paper every week was eagerly ac- 
cepted and the first number contains 
a great many sound insurance argu- 
ments. The department is headed 
“The Saturday Evening Life” and it is 
difficult to read the matter contained 
without looking sympathetically upon 
the idea of buying insurance. 

Wilson Williams is president of the 
Life Underwriters’ Association of 
Louisiana; T. P. Thompson is _ vice- 
president; and the executive commit- 
tee consists of Jas. W. Smither, chair- 
man; E. G. Simmons, W. J. Hannon, 
H. L. Garic, Frank L. Levy, Crawford 
H. Ellis, Wilson Williams, T. P. Thomp- 
son, T. D. Wharton. 





NATIONAL LIFE U. S. A. 





Preparing to Go on Non-Participating 
Basis—Policy Contracts to 
be Revised 





The National Life of the United 
States of America is preparing to go 
on the non-participating basis as re- 
gards all new business. In making 
the change the policy contracts are 
being revised, most of the forms ma- 
turing as endowments at age 85. The 
provisions of the policies are being 
liberalized and simplified. 





The George Washington Life will in- 
crease its dividend on January 1, 1916. 
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METROPOLITAN MUTUALIZATION 

A move of the greatest importance 
and interest to life insurance men 
and to millions of policyholders is the 
plan of the Metropolitan Life Insur- 
ance Company to become mutualized. 
If the plan goes through—and its suc- 
cess, of course, is assured—one of the 
greatest, most influential and far-reach- 
ing institutions in the world is in 
future to be under the absolute con- 
trol of the management by the policy- 
holders. The responsible and sacred 
nature of this trust to be reposed in 
the assured is difficult to grasp be- 
cause in thinking of the Metropolitan 
one must gauge one’s thoughts to 
figure in the millions. 

It must have been extremely grati- 
fying to the man who conceived the 
possibilities of the Metropolitan Life 
and has seen it grow to its present 
amazingly beneficent position in the 
community to sign a letter submitting 
a plan to turn over the company’s 
management to its policyholders, so 
that there can be no question of the 
company’s being safeguarded at all 
times against schemes for obtaining 
stock control. He has seen his baby 
become the tallest of giants. And he 
has seen this giant pay out in death 
claims many hundreds of millions of dol- 
lars. During his lifetime he has 
done much to make the world better 
and happier for having lived in it not 
only by his own work but in stimu- 
lating and encouraging the ideas of 
those unusually efficient men whom 
he gathered about him. His latest ac- 
tivity, in connection with the proposed 
mutualization, is a fitting climax to a 
lifetime of earnest, thoughtful, helpful 
work. 





PUBLICITY IDEA GAINS FAVOR 

That fire underwriters are them- 
selves to blame for much of the popu- 
lar hostility manifested toward insur- 
ance interests in the past is undeniably 
true, and the fact is freely admitted 
by the leaders in the business. Happily 
the old-fashioned idea of meeting in 
secret conclave and shrouding the busi- 
ness in mystery of the most profound 
character no longer prevails, and in its 
stead publicity of the right type 
is sought and proper means taken to 
obtain it. 

Underwriters now appreciate that 
their interests and those of the assured 
are identical and each will profit 


through a frank and cordial exchange 
of ideas. A great stride forward in con- 
ciliating the public was made when the 
insurance companies adopted carefully 
prepared and easily understood sched- 
ules for ratemaking, in place of the 
old-time rule-of-thumb method which 
could not be justified upon any proper 
basis to a shrewd business man, and 
any attempt to do so simply exposed 
the weakness of the practice. 

Encouraged with their success in this 
direction the next move of the under- 
writers was to emphasize to merchants 
and manufacturers the common need 
for reducing the fire waste of the 
country, and inviting aid to that end. 
Such help has been freely given and 
will be accorded in greater degree with 
each passing year. 

Turning from star chamber gather- 
ings which always create distrust in the 
minds of the unitiated, the Western 
Union some years ago created a pub- 
licity bureau, the business of which 
was to inform the public upon matters 
regarding subjects of general concern. 
It is not necessary that all details 
affecting the business be given out, nor 
does the public expect that they will, 
but policyholders are wholly within 
their rights in seeking information as 
to rate-making, compensation of agen- 
cies and kindred subjects. 

The latést prominent organization 
convert to the broad publicity idea is 
the Southeastern Tariff - Association, 
which decided at its gathering last 
week to appoint a general publicity 
committee. 

The folly of the “Public be———” 
theory of Commodore Vanderbilt was 
speedily disclosed, and to-day the busi- 
ness that prospers is the one practic- 
ing the McAdoo slogan of “The Pub- 
lic be Pleased.” 





THE LIFE INSURANCE EXHIBIT 

For three years The Prudential Insur- 
ance Company has been engaged in 
gathering material for a remarkable ex- 
hibit which will tell the history of life 
insurance from its inception, which by 
means of charts and photographs, 
models and documents, will give a vis- 
ual impression of the magnitude and 
importance of life insurance. This ex- 
hibit is now completed and will be 
shown at San Francisco during the ex- 
position. Later it will be returned to 
Newark where it will form a permanent 
feature available for any educational 
purpose wherever there is a demand. 

The sheer greatness of life insurance 
and the extent of its activities are diffi- 
cult to visualize, but this The Pruden- 
tial has done in a striking and unprece- 
dented manner. It is safe to say that 
no one who visits the Panama-Pacific 
Exposition will come away without an 
impression of life insurance and its vast 
deeds. It will also furnish inspiration 
to every agent who comes within its 
radius. 

The Prudential has wisely not at- 
tempted to make the display that of a 
single company, but has shown its cus- 
tomary breadth of view in constructing 
along sweeping educational lines. 





8S. G. Neville is a candidate for Ten- 
nessee insurance commissioner. 





The Illinois Life issued $1,678,500 of 
paid business during October. 








The Human Side of Insurance 











ARCHIBALD KEMP. 


Archibald Kemp, recently appointed 
general agent of the City of New York 
Insurance Company, assumed the post 
on the first inst., since which time he 
has been attentively studying its gen- 
eral business, and outlining his future 
policy. It is not his purpose to act 
radically in any respect, but rather to 
proceed cautiously, preferring a re- 
stricted amount of business of the 
right sort to an unlimited quantity 
of haphazard offerings. Trained in ex- 
cellent schools, and profiting by his 
training, Mr. Kemp is of the type that 
reflects credit upon the ranks of fire 
underwriters. 

s . . 


William H. Harris, vice-president of 
the Fidelity & Deposit Company re 
turned to Baltimore a few days ago 
after a wide swing among the Com- 
pany’s agents. Speaking to The EHast- 
ern Underwriter about his trip, Mr. 
Harris said: “Conditions throughout 
the Central West are healthy and there 
seems to be far more optimism as to 
the immediate future of business than 
exists in the Hast. All agents report 
that building operators are very slack 
at present, and this, of course, materi- 
ally affects the contract and liability 
business of the insurance companies. 
One of the best barometers of finan- 
cial conditions as they affect under- 
writing institutions is the collection of 
premiums. While collections have 
been difficult in the past few months, 
there appears to be a change for the 
better at the present time.” 

2 * * 


Augustus Treadwell, who won the 
presidency of the Equitable’s Quarter- 
Million Club this year is making an- 
other wonderful record for the busi- 
ness of the year 1914. In the first ten 
months of this year Mr. Treadwell has 
paid for $606,200 of insurance which 
is more than double his production for 
the corresponding period of 1913. This 
sum included $66,500 paid for in Octo- 
ber. Mr. Treadwell has not been in the 
best of health of late but this unusual 
production of business shows that hard 
times do not affect the business of 
the life insurance agent who is always 
on the job. ; 

> 8s 

A. M. Johnson, president of the Na- 
tional Life Insurance Company U. S. 
of A., has returned to the home office 
after an extended tour of inspection 
made for the purpose of looking over 
the field in whica the Company is 
making farm loans. He is a great be- 
liever in farm loans for insurance com- 
panies, which is evidenced by his Com- 
pany placing their money in the terri- 
tory in which they write their insur- 
ance. He reports the country in a 


very prosperous condition and big 





opportunities for the men to write in- 
surance in the rural districts. 
- a a 


Mrs. Florence E. Shaal, of Boston, 
president of the New England Women’s 
Life Underwriters’ Association, pays 
for $81,000 life insurance and earned 
every dollar of it in the life insurance 
field. 

s + = 

Harvey Thomas, former legislative 
correspondent of the Newark News, 
and one of the cleverest newspaper men 
in the country, is now with the Pru. 
dential Insurance Company of Newark. 

* e © 


Peter Egenolf has been with The Pru- 
dential Insurance Company for thirty- 
five years, starting as an agent in 
Elizabeth. He has the title of special 
supervisor. Few men have been so 
successful in industrial insurance. Hun- 
Greds of agents have regarded him re- 
spectfully and admiringly as a man of 
unusual equipment. On November 10 
he was guest of a dinner given him by 
promiuent men in the company. One 
feature was a menu, one page of which 
was a replica of the first application 
that he secured. 

e s * 


Sig G. Wormser, of the New York 
agency force of the Northwestern Mu- 
tual, is back on the job after his visit 
to the German war zone. 

= = o 


Harold G. Howe, superintendent of 
the loss department of the Northern 
of London, is a member of the younger 
generation of underwriters who has 
made good. 

Mr. Howe secured his early training 
in the loss department of the Commer- 
cial Union at the United States head 
office and his energy early commended 
itself to his superiors. He took the 
course in fire insurance at the N. Y. 
University School of Commerce under 
Mr. Hardy, the second year it was 
offered and has always been interested 
in the alumni association of this course 
—the Barebones. Mr. Howe was the 
second president of the organization. 





APPROVES FEDERATION IDEA 


Hearty approval of the Federation 
idea is given by the management of 
the National Casualty Company, of 
Detroit, which has addressed its field 
representatives upon the subject in the 
following energetic fashion: 

“A better day is dawning. Condi- 
tions are improving. That is, internal, 
not external conditions. Internal con- 
ditions are those which we create with- 
in our own line of business. External 
conditions are those general conditions 
outside of our own line of business, 
but upon which it depends. We cannot 
always change the external, but it is 
within our power to correct the faults 
of the internal. We don’t always do 
it, and we have delayed doing it until 
Low we have a fine cfop of faults and 
& splendid prospect of even greater 
ones. The first essential toward cor- 
rection is co-operation. Not loose- 
jointed and desultory, but close and 
constant. We have associations galore, 
where the wind-jammers argue and the 
theorists read and distribute their 
heavy classics. All bunk, every bit of 
it. The only value in those associa- 
tions is from social contact. But we 
are getting bureaus for separate lines, 
organized to run like a regular business, 
and to deal with the problems as they 
deserve. They are doing good work. 
Inside of a month we will have such 
a bureau for accident and health in- 
surance exclusively. We need it. So 
do you, Mr. Agent. It will need your 
co-operation, and the way to give it is 
through your State Federation. Isn’t 
there a State Federation of Insurance 
Agents in your State? Get busy, your 
State isn’t up-to-date. If there is one, 
join it and do your share. Your future 
demands it.” 
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ABOLISH DEFICIENCY CHARGE 


ATLEE BROWN FAVORS CHANGE 








New Jersey Expert Tells Barebones 
Present Rating Systems Are 
Fundamentally Wrong 





The talk which Atlee Brown, the 
‘New Jersey Expert rater gave the 
Barbebones’ Association Wednesday 
evening at the first fall meeting in the 
Old Dutch Tavern was attended by 61 
members. Mr. Brown described the 
circumstances leading up to the pass- 
age of the Ramsay Act and told how 
its enactment was designed to prevent 
discrimination in rates. 

The rerating of New Jersey which 
is still going on is being done as 
rapidly as possible, about 1,000 inspec- 
tions being made in a week. Mr. 
Brown ‘figured at first that it would 
take four years to complete the work 
but he now believes two years addi- 
tional will be required. There are 
over 200,000 risks to be inspected. 

Rate Cutters 

(Many inequalities in rating which 
prevailed under the old system have 
been already corrected and more will 
be later on. He explained how the 
rates when once promulgated by his 
office become by law the State rates. 
and there is a fine of $500 for failure 
to use them. The law virtually says 
to each citizen that he is guaranteed 
that there will be no discrimination in 
rates of essentially the same class. 

There were formerly two kinds of 
rate cutters, viz., the wily offender who 
knew that his cut would probably be 
winked at by the company because of 
his other good business, and the other 
type who could not do any business at 
all unless he could cut the rate. 

(Mr. Brown said that many people 
opposed anti-discrimination statutes 
because when discrimination was pre- 
valent they had the best of the deal. 
As to filing rates, Mr. Brown said that 
the companies were permitted by the 
law to use the same rater and it saved 
many dollars. Some companies make 
their own filing of rates, but the ex- 
pense of handling business by indi- 
vidual raters would be prohibitive, in 
fact 30 times what it costs now. This 


extra expense would mean a tax of 25 
per cent. on every risk in New 
Jersey. 


While acknowledging that the Ram- 
say act was a good one, Mr. Brown 
called attention to his belief that the 
entire rating system, as now prac- 
ticed is built up on an_ erroneous 
theory. He said that the people and 
companies must get closer together to 
secure results. 

Present Systems Wrong 

Mr. Brown bemoaned the fact that 
State laws were inadequate to meet 
the situation. The help of the State is 
needed to overcome the difficulties. 
He maintained that it was wrong to 
charge for deficiencies in a risk as 
they should nevér be allowed to ex- 
ist. In other words the law should be 
so strictly enforced that it would 
never be possible for anyone to en- 
danger property of others or the lives 
of others, because of neglecting cer- 
tain precautions. 

As to the success which has crowned 
fire prevention and conservation ef- 
forts, Mr. Brown said that little help 
had been shown and that the national 
ash heap continued to grow. How- 
ever, nobody knows how heavy losses 
might have been were it not for fire 
prevention methods. 

States Would Break “Trust” 

The speaker called attention to the 
fact that many States would break 
up the relationship of companies hop- 


ing by eliminating a so-called trust to 
secure cheaper rates. He added that 
all trusts had not been shown to be 
detrimental to business. On the con- 
trary many had helped it. 

As to fire insurance there was al- 
ways a chance for new companies to 
be organized. He emphasized the fact 
that the money which pays fire in- 
surance losses comes from the people 
in premiums and the insurance com- 
panies are simply collectors. Segre- 
gation had not reduced the fire waste 
and Mr. Brown thought that the cost 
of indemnity could not be decreased 
by segregation. 

In referring to mutuals he said that 
it was the beginning of the end for 
this class, as mutuals take the cream 
off the milk and so make the general 
public pay a higher rate for its insur- 
— viz., makes it drink skimmed 
milk. 


Mr. Brown said that we must simply 
have laws to stop fires. The best way 
would be to make unnecessarily haz- 
ardous conditions a crime. Mr. Brown 
also predicted that fire insurance 
would ultimately be regarded as a pub- 
lic utility. As to the fear shown by 
most legislators that the fire insurance 
companies might make a profit, Mr. 
Brown said that the security of the 
companies would be jeopardized if this 
was not permitted. 





PUBLIC SCHOOL LOSSES 





Experience on the Class in New York 
State, and Causes For the 
Unfavorable Showing 





The reference in last week’s issue 
to the first schedule prepared for rating 
schools and the one suggested for adop- 
tion by the Underwriters Association 
of New York State brought to light 
a circular which was issued at the 
time this subject was being considered. 

In this circular the experience of 
some 60 odd companies is tabulated 
showing that for a period of five years 
the record on all schools protected and 
unprotected in New York State was 


as follows: 

SE. ware cakewabedsena’s $351,786 
0 aS eis Pee ee 279,947 
| ey eee 79.6% 


A number of companies are quoted 
as to causes for the high loss ratio 
and the difference in hazards between 
schools. Many stated their belief that 
that there is a great difference in haz- 
ard between risks heated by: hot air 
furnaces and those heated by steam. 


The reasons for the unfavorable 
record as summed up by the Commit- 
tee were as follows: 

“First: The percentage of insurance 
to value usuaily carried is so low that 
partial losses t» value become total 
losses to insurance. 

“Second: There are certain purely 
physical conditions easily separable 
into distinct bazards, for example: 

“Defects in heating apparatus, such 
as the common ones incident to the 
hot air furnace, as well as the danger- 
ous defects that inhere in the more 
complicated heating and ventilating 
systems that are fire breeding and fire 
spreading. 

“Dry closet systems which are 
cleaned by pouring petroleum on the 
accumulations and setting fire to them. 

“Entertainment halls with stage 
scenery and dressing rooms, having the 
hazard of a theatre. 

“Manual training apparatus which 
sometimes includes power plants and 
wood and metal working hazards. 

“Dormitories which often amount to 
practically large private hotels.” 





SPECIFIC RATES AT WASHINGTON 

Pending the issuance of tariffs based 
upon a new schedule now being pre- 
pared the Underwriters Association of 
the District of Columbia is authorizing 
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HEAVY LOSS AT JEANETTE, PA. 





Extensive Warehouse of American 
Window Glass Company Complete- 
ly Destroyed by Fire 





With a loss variously estimated at 
from $500,000 to $1,000,000 the exten- 
sive warehouse of the American Win- 
dow Glass Company at Jeanette, Pa., 
was destroyed by fire some days ago. 
The building which was of brick con- 
struction fully a thousand feet in 
length and with numerous openings, 
is insured under a coverage of $527,- 
000, embracing all buildings, machin- 
ery and stock, save that located in 
the destroyed premises. Stock in the 
latter, which was extensive, being in- 
sured specifically. W. G. McCandless 
& Son of Pittsburgh control the line. 





COMPLETES ITS TASK 





Committee on Clauses and Forms 
Submits Result of Year’s 
Effort 





After nearly a year’s strenuous effort 
the sub-committee of a special com- 


mittee of the Eastern Union appointed 


to revise and unify clauses and forms 
in use in the territory east of the 
Rocky Mountains, has completed its 
task, sending its report to F. W. Jen- 
ness, of Rochester, chairman of the 
parent committee. General Adjuster 
Bament, of the Home, was chairman 
of the sub-committee, and was general- 
ly recognized as an ideal man for the 
position. 








rates upon particular properties for 
which call is made. If upon the ap- 
plication of the schedules the buildings 
provisionally rated show a lower 
charge, due credit will be given the 
assured therefor. 





COMPANIES STAND PAT, ETC. 
(Continued from page 1.) 
Association, Insurance Bureau, Under- 
writers Association of New York State, 
New York Fire Insurance Exchange, 
Suburban Fire Insurance Exchange, 
Philadelphia Association of Fire Under- 
writers, the executive committees of 
the Pacific Coast Board and of the 
Underwriters Association of the Mid- 
dle Department are on record as re- 
quiring agents in their respective ter- 
ritories to collect the tax from the 
assured, while the companies are al- 
most a unit in notifying their local 

representatives to the same end. 


When it is shown that the under- 
writing operations of the companies 
throughout the country for the ten 
year period ended December 31, 1913, 
resulted in a loss of 62-100 of one 
per cent. the unreasonableness of im- 
posing added burdens upon the offices 
is apparent to any fair minded person. 


Action by Middle Department 

The resolution adopted by the ex- 
ecutive committee of Underwriters As- 
sociation of the Middle Department at 
its meeting on Tuesday was as here 
given: 

“Resolved, That the required stamps 
for all policies issued to cover prop- 
erty within the jurisdiction of the Un- 
derwriters Association of the Middle 
Department from and after the lst day 
of December, 1914, until the said Act 
of Congress shall expire or be repealed 
shall be furnished by the assured, and 
in no case shall the cost be charged 
to the Company or assumed by the 
agent, and any deviation from this rule 
will be regarded and treated as a re- 
bate, or violation, if not paid by the 
assured.” 





As ancillary receiver for the estate 
of the James Silk Mills at Lackawanna, 
N. Y., B. H. A. Hoffman of Verona, N. 
J., was required to furnish a $10,000 
bond. 
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CONDITIONS AT COHOES, ¥. Y. 


W. B. LEROY ANSWERS CRITICS 














City Has $5,000,000 Insurance in Force— 
Fire Losses of $566,273 in 
Five Years 





Following criticisms which have 
been made of conditions at Cohoes, N. 
Y., W. B. Leroy Co., of that city, said 
this week to The Eastern Underwriter: 

“Water is pumped from the hydraulic 
canals of the Cohoes Company by water 
and electric pumps and the present 
pumping capacity is ten million gallons 
and is ample for a daily consumption of 
six million gallons. The centrifugal 
pump, operated by electricity, has a 
capacity of five million gallons and is 
a new pump and is not interfered with 
by anchor ice in the cold weather. The 
Other pumps are water driven and are 
in good condition and in extreme cold 
are somewhat interfered with by anchor 
ice but the racks are manned day and 
night, by extra help, so that anchor ice 
is overcome to a great extent. As the 
city of Cohoes has just appropriated 
$60,000 for a new electric pumping sta 
tion to be completed next spring that 
will overcome the anchor ice matter. 
The impounding reservoir has a 
capacity of fourteen million gallons and 
the settling basin or supply reservoir 
has a capacity of eighty million gal- 
lons and never contains less than sixty 
millions gallons or ten days’ supply. 
In addition to these reservoirs, there is 
a sixteen inch main which can be sup- 
plied from the clear water basin at 
filtration plant so that if any part o 
the intake supply is out of order t 
city can be taken care of and the 
pressure maintained. 

“As to the fire of December, 1913, I 
refer you to the letter written by th 
Chief of the Fire Department. A con- 
servative estimate of insurance in force 
is $5,000,000. The statement as to the 
construction is correct, but the loss 
record is low as reference to Chief 
Collins’ letter will show. Cohoes has 
contracted for a $20,000 modern fire 
apparatus for delivery by January 1, 
1915.” 

Fire Chief's Letter 

The chief's letter, written this month, 
follows: 

I herewith enclose amounts of fire 
losses in this city for the past five 
years as requested, aggregating $566,- 
273, as follows: 





BOGE ctwnseroeedewens $30,665 
BE teniwe geen ndeken 45,702 
ME 61,051 
nn, OCT 43,130 
BOO siceevdca'vasadeor 385,725 
sive deaasinn scenes $566,273 


As you are fully aware, approximately 
three-fifths of this loss, or $360,408.41 
was occasioned at the large fire of 
December 12, 1913 and this large loss 
was not, in my opinion, due to insuffi- 
cient water supply but rather to the 
faulty construction and inefficient equip- 
ment of the building in which it started. 
This building was old and the floors 
were saturated with oil; no fire-fighting 
equipment was maintained, no sprink- 
lers were installed and no watchman 
was employed. There were five steam 
boilers in the building; two in the base- 
ment, and one each on the second, third 
and fourth floors and metal receptacles 
were not at all times used to deposit 
the ashes therefrom. The hallways, 
which were used jointly by the several 
tenants, were generally in a filthy con- 
dition and were rarely swept except 
after a visit from a fire department 
official, each tenant insisting that it 
was the duty of his neighbor to do the 
sweeping. With such conditions pre- 
vailing it is not surprising that the fire 
was beyond control] before the depart- 
ment had all arrived on the scene. 

There was plenty of water available 
however, had we the necessary pump 
ing engines for utilizing it, as there are 
two canals near enough for fire pur- 
poses and the supply was unlimited. 


THE EASTERN UNDERWRITER 


November 20, 1914: 








With.n twenty minutes after the two 
a.s0y GDgines were Started, the ire was 
under control, thus demonstrating that 
what we needed was not a greater 
water supply but more engines to make 
use of that which was availabie. 1 
might add that the pressure on the 
street mains was very good during the 
fire, with the exception of a_ few 
minutes about six o’ciock A. M., when 
it fell to about 4U ips. lor a short time 
as the wash-rooms in the diilerent 
mills were resuming Operations .0¢ v.. 
day. As soon as tue reaguced pr sour. 
was discovered, additional gates were 
opened at the pumping station aud tuc 
gauges indicated a normal pressure a. 
most immediately. 

It is expected that the new 800 gilion 
automobile pumping engine, reco.» 
ordered by the Board ot Fire Commis- 
sioners, will be ready for delivery witu.. 
the next thirty days. 





RATES MUST BE EQUITABLE 





Harry A. Smith Comments Upon Recent 
Decision of the Kansas 
Supreme Court 





Commenting upon the recent decision 
of the Supreme Court of Kansas in 
nullifying an order of the Insurance 
Department arbitrarily ordering a re- 
duction of 12 per cent. upon mercan- 
tile risks in the State, and 16 per cent. 
upon dwelling hazards, Harry A. Smith, 
vice-president of the National Fire, of 
Hartford, said: 

“This decision will have a favorable 
effect on the insurance business in this 
respect, that the court practically de- 
cides that the rates ordered reduced 
were not too high and the companies 
will be permitted to restore them, and, 
what is more important, it establishes 
the fact that no matter what authority 
may be conceded to the States over 
rates to be charged by insurance com- 
panies, which are conducting a private 
business, the States will not be upheld 
in fixing rates which either do not 
afford the companies a reasonable pros- 
pect of securing a fair profit or which 
are confiscatory, and will not be al- 
lowed summarily without notice and 
hearing to proceed. Business in Kan- 
sas has been generally unprofitable for 
a majority of the companies for a long 
time and this dec:sion means that the 
supreme court intends that they shall 
have a chance at least to make a rea- 
sonable profit.” 





TO REBUILD FAMOUS PLANT 

Contract for erecting new buildings 
to replace those destroyed in the con- 
flagration of June last, has been award- 
ed by the Naumkeag Steam Cotton 
Company of Salem, Mass. The plant 
which will cost $1,000,000, exclusive of 
the ground will comprise a four-story 
reinforced concrete building, with a 
base area of 722x135 feet, another 
structure of similar material covering 
a plot 500x100 and having six stories, 
besides a number of small sheds and 
miscellaneous buildings. 

The Naumkeag mills were well in- 
sured and the insurance companies 
paid a heavy sum when they burned. 





WORKING ON NEW AGREEMENT 
While signatures to the new Phila- 
delphia Agreement, restricting the num- 
ber of agents companies, including their 
annexes, may have in the city to tw 
are being had slowly, yet progress is 
made and the sponsors of the plan are 
confident that it will ultimately be 
adopted. The securing of new signa- 
tures has been entrusted to a special 
committee of the Association. 





FIRST OF THE SEASON 

First of the calendars for 1915 to 
reach the office of The Eastern Under- 
writer is that issued by the Liverpool 
& London & Globe Insurance Company, 
a fine old British institution that has 
been operating in the United States for 
sixty-seven years. 





NEWARK FIR 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 











TWO HUNDRED AND FIFTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 








QUEEN 


jos. Co. of America, 
VEW YORK. 


UNITED STATES BRANCH: 
54 Pine Street - New York 


WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 

















NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1914 


LIABILITIES 
CRG TIL, sc vsnciccganssanesecesane gisvoneniad $2,000,000.00 
Reserve for Re-Insurance...............-.2-sse+0+ 8,140,336.00 
Reserve for Outstanding Losses................++ 612,523.00 
Special Reserve for Contingent Liabilities ....... 300,000.00 
ee CII vine vsctncenccanciveniiaiin sa 350,462.00 
Re ey ie eae eT 4,082,441.00 
I I ions wccsnstiino ws nnceczeianbimoiasl $15,485.762.00 


JAMES NICHOLS, President H. A. SMITH, Vice-President 


Assistant Secretaries 
F. D. LAYTON S. T. MAXWELL Cc. S. LANGDON 


SURPLUS TO POLICYHOLDERS $6,082,441.n0 


G. H. TRYON, Secretary 








Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
* THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








_ Ww. FA! mong 
& Treas. 


JOHNG.EWING C. % hi eg PATRICK NOUD 
President 2nd Vice-Pres. 


. THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


Authorized Capital - - $1,000, 000.00 
Cash Capital paid in - - - 902,650.00 
Surplus to Policyholders  - - 1, 174,537.73 


EDWARD BLIVEN, Managing Underwriters 
RELIABLE AGENTS WANTED 
New York, New Jersey, Pennsylvania, Michigan, Ohio, Illinois, 
Indiana, Wisconsin, lowa, Wisconsin 
H. H. RIMINGTON, Special Agent, Room 303, 119 So. 4th Street - Philadelphia, Pa. 














ord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


STATEMENT JANUARY I, 1914 
Assets jenones 060 bbss60866 00002 8608009 $1,439,399.53 
RRRRTIED ioc cacrcdccscevos seocteveseneses 679,631.12 
GUPRIMD cde wciecceceesses bik. ec eagiees onions 869,768.41 


UNITED. STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, United States Manager 


Agents Wanted in Principal Cities and Towns 
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HEADS STATE ASSOCIATION 


C. ROACH NEW PRESIDENT 





Ww. 





New York Organization Honors Spe- 
cial Agent of Aetna—An Ex- 
perienced and Capable Field Man 





How William C. Roach is regarded 
by his associate members of the Under- 
writers’ Association of New York State, 
may be inferred from their action in 
unanimously electing him president of 
the organization at the recently held 
annual meeting in Syracuse. 

Intending to become a civil engineer 
Mr. Roach’s early education was along 
that line; before completing the 
course, however, he concluded to enter 
the fire insurance business, his first 
connection being as a draughsman 
with the Middle States Inspection Bu- 
reau in 1893; soon thereafter he was 
advanced to an inspectorship of spe- 
cial hazards and sprinklered risks. In 
1901 he was appointed special agent 





W. C. ROACH. 


in New York State for the Commer- 
cial Union, getting the benefit of a 
capital training under Manager~- Wray 
and Assistant Manager Holman of that 
Company. Six years later when F. W. 
Jenness was called to the secretary- 
ship of the Underwriters’ Association 
of New York State, Mr. Roach was 
named as his successor in the Western 
New York special agency of the Aetna, 
a post he has since continuously held. 
Under his direction, it is said, the 
agency force and premium income of 
the Company has been greatly aug- 
mented. 

During his thirteen years’ member- 
ship in the Underwriters’ Association 
of New York State, Mr. Roach has 
ever been a loyal and valued member, 
serving from time to time upon its 
more important committees. In turn 
he has also been second and first vice- 
president of the organization and his 
elevation to the presidency comes as 
a fitting climax. 





INADEQUATE FIRE EQUIPMENT 





Philadelphia’s Need for Better Protec- 
tion Emphasized by Report of 
Business Organization 





Complete endorsement of the recom- 
mendations of the National Board of 
Fire Underwriters, Director of Public 
Safety Porter and other authorities, as 
to Philadelphia’s urgent need for im- 
proved fire protection, is given in the 
mewly submitted report of the Public 
Affairs Committee of the Rotary Club, 


a business men’s organization of the 


Quaker City. 

In part the committee says: 

“In all of the reports the general 
mecessity for additional appropriations 
for a new fire alarm system, apparatus 


and fireboats has been shown and not 
denied. The only question which 
needs consideration and amplification 
is the matter of hose. 

“As regards the situation covered by 
a report of the National Fire Under- 
writers, there is no indication that the 
city of Philadelphia is not protected. 
It says the results of the investigation 
indicate that the supply of hose in the 
department is generally sufficient in 
amount to provide proper shifts. To 
maintain this supply it will be neces- 
sary to purchase at least 18,000 to 
20,000 feet annually to displace dis 
carded sections. 

“Nearly two millions of dollars ought 
to be spent at once in modernizing the 
equipment of this city. Philadelphia 
has within recent years, fallen far be- 
hind even a number of fourth-class 
cities in its upkeep of fire-fighting ap- 
paratus. The city of Baltimore has, 
during the last two years expended 
more than $2,500,000 for this purpose, 
and New York has recently spent many 
millions to improve its fire department.” 





AFTER VIOLATORS 





New York City Authorities Determined 
That Fire Prevention Laws Be 
Enforced 





Hotel owners and others in New 
York city who have shown slight re- 
spect for fire safety laws heretofore, 
will be made to see the error of their 
ways, Chief J. O. Hammett of the local 
Bureau of Fire Prevention having 
vigorously expressed himself to that 
end. The department is studying the 
case of the Waverly Hotel, which 
burned on the 5th inst., causing the 
death of six lodgers. More than five 
months before the fire the proprietor 
of the hotel was ordered to install a 
number of safety devices in the 
premises. The work had not been com- 
pleted on November 5th, and the pres- 
ent inquiry is to ascertain the reason 
therefor. 





INSURING COTTON 





Makeshift Storage Properties Forces 
Companies to Write Business 
Guardedly 
Cotton lines are being very freely 
offered companies just now, and the 
utmost care is being exercised by un- 
derwriters in accepting the business. 
There is no serious congestion at the 
terminal centers, the inability to make 
satisfactory early sales inducing plant- 
ers to store their product in barns, 
sheds, or other makeshifts. The danger 
from this practice is obvious and under- 
writers fully appreciate it, hence the 





INSURANCE EDUCATIONAL COURSE 
“Plan Drafting to Scale” was the 
title of an address delivered at the 
opening of the Insurence Institute of 
Hartford, on Friday night last. 





For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - 4,743,233.00 
Cash Surplus to Policy 
Holders - - - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 





R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON -  Asst.Sec’y 


JAMES W. HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 


“The Leading Ferre Insurance Company of 
America” 





CASH CAPITAL - $5,000,0%O.00 
WM. B. CLARK, President 


Vice-Presidents 
HENRY E. REES A. N, WILLIAMS 
Secretary 
E. J. SLOAN 
Assistant Secretart 
GUY rE BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY, Marine Seeretary 


E. 8.ALLEN, 














The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, MASS. 


AGENCIES 
5708 Grand Central Terminal, New York 
448 John Hancock Building, Boston, Mass. 
1216 Lytton Building, Chicago, Ill 
335 Wabash Building, Pittsburgh, Pa. 
915 Postal Building, San Francisco, Cal. 
»4 Central Buildin Seattle, Wash. 
Utica Fire Alarm Felegraph ey 
Utica, N. Y. 
Northern Electric Company Limited, 
Montreal, Canada. 
General Fire Appliances Co., Ltd., 
ohannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. P. Danforth, 


1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 


BRITISH AMERICA 
ASSURANCE 60. 


INCORPORATED 1833 


FIRE 
Head Office - - Toronto, Canada 
United States Branch 


January 1, 1914 
$1,889,180.99 
727,908.12 


Assets 





W. R. BROCK, President 
WwW. B. MEIKLE, Vice-Pres. & Gen. Manager 











1831 ——_1914 





THE Potomac INSURANCE COMPANY 


OF THE DISTRICT OF COLUMBIA 


Pennsylvania, West Virginia, Ohio 


Address HOME OFFICE - - 


(FIRE) 


Agents Wanted in 


and Illinois 
WASHINGTON, D. C. 














JOHN L. DUDLEY, Pres. 


The John L. 


84 William Street, New York City 
General Agents in the U. S. for the Arlington Fire, of Washington, D. C. 


JOHN E. KING, 


Vice-Pres. GEORGE E. WOOD, Vice-Pres. 


Dudley, Jr. Co. 





JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 











GENERAL AGENTS SUBURBAN DEPARTMENT: 


Western Assurance, of Canada 


Sterling Fire, of Indiana 





HEAD SUBURBAN AGENTS: 


Sun 


Atlas Assurance Co., London; 


Germany; County Fire, Philadelphia 


Underwriters, London; Nord-Deutsche, 














£ F. H. HAWLEY, Pres. 


id: jis 5h — 


sn ls Ohio’s 






ORGANIZED 1848 


Net Surplus Over $1,015,000.00 


W. E. HAINES, Secy. 


Oldest and Strongest Company 


AN AGENTS COMPANY 





E. K. SCHULTZ 


PHILADELPHIA PITTSBURGH 
General Agent General Agents 
Eastern Pennsylvania, New ° 
Jersey and New York Western Pennsylvania 


LOGUE BROS. & CO. 
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BROKERS ON TAX QUESTION 


IDEA 





ENDORSE FEDERATION 





Local Association Does Not Approve 
Plan of Compensation Board 
to Get Fees 





The Fire Brokers Association is in- 
terested in the war revenue tax ques- 
tion, viz., who should pay it, and at 
the meeting of the organization on 
Wednesday afternoon, a special com- 
mittee was appointed to consider the 
question and power was delegated to 
it to take any necessary action. This 
means that if the committee thinks it 
desirable, counsel will be hired to con- 
test the decision of the fire insurance 
companies that the assured must pay 
the tax. 

As an amendment to this resolution, 
the association went on record as Op- 
posed to the fire insurance companies 
shifting the tax to the policyholders. 

The New York Insurance Federa- 
tion was officially approved in another 
resolution adopted at the meeting 
which offered the aid and encourage- 
ment of the brokers in connection with 
their plans. In fact the secretary was 
instructed to send members a copy of 
the resolution and blank applications 
for their use. 

The Fire Brokers Association does 
not approve the plan of the Compen- 
sation Inspection Rating Board which 


would charge each broker who be- 
comes an associate member, $25 for 
the privilege of having the board’s 
facilities, an additional fee of $1 for 
each inspection made. The associa- 
tion went on record in opposition to 
the branch office proposition. 
Following the regular meeting of the 
association the board of governors 


met and elected the following mem- 
bers: Eugene E. Sonneborn, Ball & 
Barton, H. L. Hully, Inc., H. G. Inger- 
soll, Bernard *. Amend, Farjeon & 
Ballin. 

The brokers will send John A. Eckert 
and A. C. Hegeman to attend the meet- 
ing of the State Federation at Syra- 
cuse to-day (Friday). 





Activity of New England Mutuals 


Brokers and Long Island City, N. Y., 
agents complain of the successful ac- 
tivity of the New England mill mutuals 
in the center named, and feel that the 
stock companies should aid them more 
effectively in retaining their old busi- 
ness and in corralling new lines. It 
was hoped that the fine new plant of 
the Loose Wiles Biscuit Company, the 
insurance on stock and buildings ag- 
gregating $1,200,000, would go to the 
stock companies, but the mutuals 
gained the line, as they did likewise 
the underwriting on several other in- 
dustrial enterprises in the vicinity. 
The same institutions, it is understood, 
are fighting hard to get in on the busi- 
ness of the Nationa] Casket Company 
and the Ever Ready Dry Battery Man- 
ufacturing Company, both of which 
are completing new buildings at Long 
Island City. 





New Brokerage Firm 


Desiring to more profitably use his 
insurance knowledge and _ extended 
business acquaintance Joseph S. Blume 
has resigned as secretary of Abraham 
Arndt & Bros., of this city, and has 
entered the brokerage field on his own 
account. He has taken offices at 80 
Maiden Lane. 





Burglary Policies 


A committee representing the Fire 
Brokers Association of New York, 
urged the burglary insurance writing 
companies to adopt full co-insurance 
in their contracts, charging a sliding 
scale for use of the difficult percent- 
ages. 


“No copy of the schedule or make- 
up of a rate shall be given out on a 
risk upon which a full survey and a 
full rating have not been made with- 
in a year, reckoning from the first of 
the month following the date of the 
last full survey, and no specifications 
in correction of items charged for un- 
der schedule shali be given out in any 
case where condit.ons of the risk have 
not been inspected within twelve 
months preceding; nor shall any al- 
lowance be made for correction of 
items charged for under schedule that 
have not been inspected within twelve 
months preceding.” 





Sprinklered Risks Re-Written 


Following the issuance of the revised 
sprinklered schedule by the New York 
Fire Insurance Exchange a month or 
two ago, brokers were exceedingly 
busy in recalling policies covering on 
the class and getting them re-written. 
‘this work is about through with, to 
the satisfaction of the business-getters 
and the companies alike, and the for- 
mer are now concentrating their ener- 
gies upon seeking other classes of 
hazard. 





Loyal to the Foreign Offices 


With scarce an exception the Metro- 
politan brokers have steadfastly and 
loyally stood by the foreign fire in- 
surance companies since the beginning 
of the European war, impartially em- 
phasizing to their clients the solvency 
and the good reputation of the British 
and the German institutions. The at- 
titude of the middlemen in this respect 
has helped not a little in holding to 
the foreign companies lines which 
might otherwise have been lost to 
them. 





Favor New York Legislation 


Rebating is one of the serious evils 
with which the British insurance brok- 
er has to contend, and thus far all 
efforts to effectively deal with it have 
proven futile. At the annual meeting 
of the Corporation of Insurance Brok- 
ers and Agents held in London late 
in October it was decided to prepare 
a bill patterned closely after that in 
force in New York, and seek to se- 
cure its passage at the present session 
of Parliament. 





BAINBRIDGE GETS PALATINE 


The Palatine Insurance Company has 
appointed C. H. Bainbridge of 280 Bed- 
ford Avenue, Brooklyn, as Eastern dis- 
trict agent, succeeding E. H. Hazlewood, 
of 802 Manhattan avenue, Brooklyn. 
Announcement is made that Morris 
Jacobs, formerly of 124 Fulton street, 
Long Island City has moved to 14 New- 
town avenue there. He represents the 
Palatine and Newark Fire. 


Attains Early Success—Assets 
Now $22,481,250 





While a century is no great age in 
the life of European corporations it is 
something to boast of on this side 
the Atlantic, especially when success 
has ‘been the portion of the institution 
during the majority part of the time. 

And such a record can be claimed 
for the Aetna Insurance Company of 
Hartford, which began operations in 
1819, with a capital of $150,000. This 
sum so modest in these days of multi- 
millionaire individuals and corpora- 
tions was a substantia] figure 95 years 
ago, and the men subscribing it were 
leaders in the financial life of Connec- 
ticut. Thomas K. Brace, a wholesale 
grocer was the first president of the 
Company so continuing until 1857. 

Isaac Perkins was the first secretary. 
Of Mr. Perkins the Hartford Courant 
says: 

“He was a lawyer and the ‘home office’ 
of the Company was in his room, which 
may have accounted for the fact that 
he had a salary of $225 a year. In 
1823 this salary was raised to $900 a 
year. He undoubtedly earned it for, 
in the winter of 1827, he was sent to 
Mobile, Ala., to adjust claims with the 
power to execute sight drafts. 

First Policy for $6,000 

“The Company’s first policy was 
dated August 17, 1819, and was for 
$6,000. The rule in the beginning was 
that no policy should exceed $10,000, 
while another rule was that the sixteen 
directors should divide the work, four 
being on duty on each quarter of the 
year, and all were to act as ‘surveyors’ 
(agents) of the Company. At any rate 
the directors did a new thing in the 
very first year of the business, the 
novelty being the reinsuring of the 
risks of the Company in Middletown. 
Another matter in which the Company 
made an advance was that it began 
early to gather maps and statistics. 
This work, now among the most im- 
portant in the insurance business, was 
begun by the Aetna’s managers. 

1827 Bad Year 

“Of course the Company had its bad 
years. Late in 1827 the Company was 
compelled to sell most of its bank 
stock and to call in its loans and the 
sum thus raised, together with loans 
made, tided the Company over so that 
in 1830 it paid a dividend of $2 a 
share. It escaped loss by the New 
York fire in 1835, as it did not enter 
New York city until a year later, but 
a fire in that city in 1845 cost the 
Company $115,000. Now it would be 
a part of the day’s work of the loss 
clerks. Then, however, President 
Brace called the directors together, 
showed them the papers which repre- 
sented the wealth of the Company and 
then, when asked what he proposed 
to do, said, ‘Do? Go to New York 


had wiped out the stock notes and, 
in 1850, the Company had a paid-up 
capital of $300,000 although a fire in 
St. Louis just before had cost it 
$125,000. 
Capitalization 

“A few years later the Company had 
over a thousand agents west of the 
Alleghenies and, in 1854, the capital 
was raised to $500,000. By 1864 it 
had reached $2,250,000 and, in 1866, 
it went to $3,000,000 while its capital 
is now $5,000,000.” 





W. A. COOK WILL TALK HERE 


One of the: lectures to be given 
shortly in the course on adjustments 
by the Insurance Society will be 
by President William A. Cook, of the 
New Orleans Adjustment Bureau who 
will lecture on cotton losses, and the 
handling of cotton salvage. Mr. Cook 
is probably the greatest authority in 
the United States on cotton losses and 
adjustments and the insurance men of 
New York are fortunate to have this 
opportunity of hearing him. 





FAVORED INSURANCE STOCKS 

An inventory of the estate of the 
late David Tilton, long a leading citizen 
of Hartford, disclosed his possession 
of 26 shares of stock of the National 
Fire; 14 shares of the Travelers, 16 
shares of the Aetna and 10 shares of 
the Phoenix Insurance Company. His 
holdings of other securities were ex- 
tensive but it is doubtful if any were 
more generally satisfactory to him 
that those of insurance companies. 





LOYAL SERVICE RECOGNIZED 

In assenting to the request of Walter 
Scott that he be delivered of the 
strenuous duties of the Missouri State 
Agent of the Home, the Company has 
given him easier work and the title of 
general agent. Mr. Scott has been 
identified with the Home for many years 
and has loyally and efficiently served 
the Company through many trying 
periods. His successor as Missouri 
State Agent is John H. Walsh. 





ANSWERS RED CROSS APPEAL 

In response to the appeal of the 
American Red Cross Society the staff 
of the New York department of the 
Royal Insurance Company has con- 
tributed $525 for the relief of Euro- 
pean war sufferers. 





CAUTION BY THE EXCHANGE 

Members of the New York Fire In- 
surance Exchange are reminded by 
Manager Willis O. Robb “that policies 
covering buildings in course of con- 
struction may not contain the work 
and materials clause, which in its 
present form implies an occupied con- 
dition.” 





ASSETS. 


Mortgage Loans 


Agents Balances 





Real Estate (Haeuity)........cccccess 


Bonds (Market Value)........... 
Cash in Banks and Office.......... 


Interest and Rents due and accrued 


Surplus to Policyholders, $1,310,328.36 


First National Fire Insurance Company 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Departmen of the District of Columbia 


LIABILITIES. 
...+ $254,500.00 | Outstanding Fire Losses... .. idaebeateee $32,869.54 
.... 246,850.00 | Unearned Premium Reserve....... Perrae  °' | 
..+- 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
aes 89,182.43 | All other Liabilities. .... ae I). eee 5,311.09 
ae 64,650.96 | Capital Full Paid..... bhietea at tae 848,527.50 
mee pee BGs | Comes Past Pale, onc cccccccccccsccce 37,560.00 
yeaa Cee PES co veecccccees piece aateeaee 424,240.86 
....$1,556,808.57 WM csesees 0. ecb web ee >.0'e wae-o:p 0.6 
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NEW JERSEY NOTES 





NEW JERSEY AGENTS MEET 


TAX PROTEST TALK IN TRENTON 








Large Insurer in State Goes on Record 
Saying It Will Pay 
Tax 





One of the largest insurers in New 
Jersey has notified its broker that under 
no circumstances will it pay the stamp 
tax on its insurance policies. This has 
helped increase the dissatisfaction that 
New Jersey agents express over the 
recommendation of the National Board 
of Fire Underwriters that the tax 
should be paid by the assured. 

‘A meeting of the New Jersey local 
agents’ association was held in Tren- 
ton at 11 o’clock to-day, at which the 
subject was threshed out. The agents 
say that the burden of dealing with 
the assured regarding the tax is up to 
them and they are much disturbed 
about it. One suggestion they make 
is that the tax be added to the 
promulgated rate on risks. 

The agents intimate that all of the 
companies are not in unison over the 
stamp tax proposition, believing that 
some companies will not require the 
assured to pay. The premium income 
of the State is about $10,000,090. 





CHANGE IN NEWARK AGENCY 





Littleton Kirkpatrick and Oscar H. 
Wheeler, Jr., Leave O’Gorman, 
Kirkpatrick & Young 





A change has taken place in the 
agency of O’Gorman, Kirkpatrick & 
Young, Newark. Littleton Kirkpatrick 
and Oscar H. Wheeler, Jr., have with- 
drawn. Mr. Kirkpatrick will devote 
himself to outside interests. He is a 
large realty owner. Mr. Wheeler’s 
plans are not announced. 

The remaining members of the firm 
are Roger Young and Robert O’Gorman. 
The agency is one of the largest in 
Newark and represents the National of 
Hartford; Phoenix of London, Hartford, 
St. Paul, London Assurance, New York 
Underwriters’ Agency and other com- 
panies. , 





PRAISE CAPTAIN GASSER 





Insurance Agents Appreciate Educa- 
tional Work of Inspector of 
Combustibles in Newark 





The recent fire prevention exhibition 
in Newark made such a hit with insur- 
ance men that at the last meeting of 
the Fire Insurance Society of Newark 
resolutions were passed praising the 
work of Captain C. Albert Gasser, In- 
spector of Combustibles ard Fire Risks, 
who organized it, and saying in part: 

“The ‘Fire Insurance Society of 
Newark, N. J., commends fhe initiative 
and energy of Captain Gasser in bring- 
ing about this exhibition and congratu- 
lates him on its success; 

“Resolved. That it is the judgment 
of this Society that the usefulness of 
this exhibit would be greatly multiplied 
if arrangements could be made in the 
future to place it on view in a more 
central location, and also to continue it 
for a longer period of time.” 





PLAYS GOLF WITH AGENTS 


Governor Fielder, of New Jersey, 
played golf this week at Arcola with 
a number of Newark insurance men 
including Col. Frank Taylor, of Hack- 
ensack. 





Reports of New Jersey forest fires in 
daily papers are exaggerated. 


A BELLIGERENT EDITOR 





Man Behind Rate Agitation in Summit, 
Runs the Record—Heckles 
Brown 





At the recent meeting of the Board 
of Trade in Summit, N. J., where 
Atlee Brown, the Rating Expert, made 
a splendid defense of the Ramsay Act, 
it developed that the principal agita- 
tor on the subject of fire insurance is 
Alfred J. Lane, editor of the Summit 
Record. Lane was at the meeting 
primed with questions, about individual 
risks. As there are many thousands 
of these in the State it was not possible 
to answer the questions on the spot 
as one man cannot carry all this in- 
formation in his head. The editor was, 
therefore, told that if he would put his 
questions in writing and mail them to 
the rating office they would be 
answered as completely and cheerfully 
as possible. 

Mr. Lane was not satisfied, but came 
back in his paper with another attac’ 
on the rating law, and with a statement 
saying that the speech was not an argu- 
ment but an apology. He particularly 
resented the remarks of the Expert in 
which attention was called to the man- 
ner in which the government is pre- 
venting railroad rate discrimination. 
Mr. Lane in his editorial could not see 
why there was any corollary between 
railroads and insurance companies. 
Evidently, he does not pay much atten- 
tion to principles of political economy. 

One of the chief troubles’ with 
opponents of the Ramsay Act is that 
they regard the purport of the object 
of the act to be a reduction in rates, 
whereas the principle behind it is a 
fair deal to all—no discrimination. 





GLOVERSVILLE FIRE 

The Eastern Underwriter recently 
printed an article telling of moral haz- 
ard in Gloversville, N.Y., caused by 
strikes in glove factories. A few days 
ago the glove factory of Van Wie & 
Chase in the city was destroyed by 
fire and the police and owners say it 
was of incendiary origin. A few days 
ago the firm received an unsigned let- 
ter, reading: “Cut no more gloves 
until the strike is settled.” 





FEDERATION MEN MEET 
Members of the Pennsylvania Federa- 
tion of Insurance Agents plan a Get- 
Together Dinner early next month, at 
which plans for pushing the new or- 
ganization will be threshed out. 





The A. B. C. Bureau of the National 
Board of Fire Underwriters has not yet 
engaged a manager. E. R. Daniels, of 
the North British & Mercantile, has 
gone with the bureau, and other en- 
gagements will be announced later. 





Inspired by the success attending 
Fire Prevention Day in New York, 
leading business men of Hartford are 
planning a similar celebration for their 
city. 





DEFECTIVE ELECTRIC WIRING 





Fires Throughout Middle Department 
Directly Traceable to Faulty 
Equipment 





Continuing its practice of reporting 
fires shown after close inspection to 
have been caused by defective or brok- 
en down electrical equipment, the Un- 
derwriters Association of the Middle 
Department has issued a bulletin cover- 
ing such fires within the past seven 
months. The electric wire hazard is 
one that the Middle Department Asso- 
ciation has given careful attention to 
for a long time, and is doing much to 
reduce the danger from this source. 





George Loesch, manager of the Man- 
hattan life in the metropolitan dis- 
trict, New York, has written a clever 
letter to the agency force, the caption 
line of which is “In Good Times Work 
Hard; In Dull] Times Work a Little 
Harder.” 











Chartered 
Capital Stock - - 
Liabilities - - 
Special Reserve Fund 
Net Surplus - - 


Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


P. L. HOADLEY, President 


in 1846 
- $1,000,000.00 
5,452,043.92 
° 300,000.00 
- 3,252,859.29 


- $10,004,903.21 


Cc. W. Bailey, V. Pres't. 
A. C. Cyphers, Treas. 


























ELECTRIC FIRE APPARATUS 





Philadelphia Department is Glad That 
It Changed Over from Horse- 
drawn 





Before the recent convention of the 
Electric Vehicle Association of Amer- 


* ica, a paper on electric fire apparatus 


was presented by George S. Walker, 
showing the experience of Philadelphia. 
It said in part: 

“The very many obstacles that pre- 
sent themselves in the changing of 
horse-drawn to the motorized apparatus 
of a large fire department are such that 
we were compelled to use our utmost 
endeavors to secure that method of 
propulsion for our apparatus that would 
give us speed, reliability, and efficiency, 
together with ease of operation. 

“During the winter, and at times 
when the snow was unusually heavy, 
and particularly during the time when 
traffic between the cities of New York 
and Philadelphia on all the railroads 
was held up, this apparatus performed 
its duty without fail, and in one in- 
stance it was taken to a fire hydrant 
where it was impossible to get with a 
lighter steamer with horses. During 
most of the winter service there were 
no skid chains used on the wheels, 
which shows the enormous tractive ef- 
fect of the tractor. 

“The drivers look after the charging 
and filling of the batteries with dis- 
tilled water, and such little attentions 
as the apparatus’ requires, filling 
grease cups, oiling the motors, wiping 
the brushes and commutators. The 
drivers in charge of this apparatus 
never had any previous experience 
with electricity or operating automo- 
biles of any kind. They were in- 
structed by the demonstrator who came 
with the tractor, and since that time 
have practically handled the apparatus 
on their own responsibility. 

“Our experience has been that the 
cost of operation of this apparatus 
for current has been on an average of 
about $4.50 per month. This takes 
care of the flushing of the batteries 
and maintaining a full charge at all 
times. The charging is made  peri- 
odically at the respective stations, de- 
pending on the amount of mileage 
made. Cost of repairs has not been 
in excess of the cost of current. Bat 
tery deterioration has not been taken 
into consideration. The actions of No. 
20 are all being corroborated by the 
good performance of our other four- 
battery apparatus.” 





Officers of Smoke and Cinder Club 


Officers of the Smoke and Cinder Club 
of Pittsburgh, an organization composed 
of Western Pennsylvania special agents, 
elected at the annual gathering a few 
days ago, were as follows: President, 
George G. Plyer; first vice-president, H. 
W. Chapman; second vice-president; L. 





V. Watkins; secretary C. M. Tyler; 
treasurer, F. W. Sippell. 
FIRE PREVENTION IN SCHOOLS 


Fire Commissioner Robert Adamson, 
in a talk before the Commerce Club 
of Greenpoint, Long Island, said that 
he has made arrangements for the 
teaching of fire prevention in the pub- 
lic schools. 





COMMERCIAL UNION 
ASSURANCE CO. 


LIMITED, OF LONDON. 





THE LARGEST GENERAL INSURANCE 
COMPANY IN THE WORLD. 


55 JOHN STREET, NEW YORK. 





POLICYHOLDERS MISUNDERSTOOD 





German Butcher Thought His Policy in 
English Company no Good 
Because of War 





Now is a time for the fire insurance 
companies, especially those having 
home offices in countries where the 
fighting is going on, to start a cam- 
paign of education among their cus- 
tomers. There is no question about it 
that partisan moves are being made 
every day, often through ignorance. 

An insurance broker was making a 
purchase a few days ago at a small 
retail butcher shop in the Flatbush sec- 
tion. On finding that his customer 
knew something about insurance the 
butcher asked him what he thought of 
his chances to recover in a British 
fire company now that war was on. 

The butcher was a German though 
he has been in the United States for 
many years. No one had told him how 
the war had affected his insurance but 
he had become convinced by reading 
some of the daily papers that if his 
store burned he would never be able 
to collect a penny on his policy which 
was in the oldest and one of the 
strongest British fire insurance compa- 
nies. When the agent informed him 
that his claim would have been paid 
in any event as such matters did not 
affect the payment of obligations in 
this country he was much relieved, but 
he had already shifted his policy to an 
American company. 

If the foreign fire companies even 
now should take some steps to inform 
their policyholders of the real situa- 
tion, or even if the brokers themselves 
should look after their alien customers 
placed with foreign companies, much 
business might be saved. Even a 
printed circular explaining the situa- 
tion would often prevent business 
from going off the books. 





WITH NATIONAL UNION FIRE 

The National Union Fire, of Pitts- 
burgh, has appointed W. G. Titus its 
special agent for Michigan. Mr. Titus 
is thoroughly familiar with insurance 
men and conditions in the Peninsular 
State, having formerly covered it for 
the Prussian National Fire. He will 
maintain headquarters at Lansing. 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds. 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YORK 











‘ern Department: ent: 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicage, Ill San Francisco, Calif 
“FEATURES” MAY BE HAD 





Burglary Insurance Writing Companies 
Will Grant Broad Coverings for 
Additional Premium 





Hereafter purchases of residence 
burglary and theft policies from the 
Association companies may secure com- 
plete coverage by paying an additional 
rate as called for in the subjoined 
scale: ‘ 

Thirty per cent. for the Guest in- 
surance; 5 per cent. for the insurance 
against loss occurring during a fire 
in the building; 10 per cent. for the 
insurance against theft losses occur- 
ring while mechanics are employed in 
the premises during non-occupancy, and 
25 per cent. for full insurance on jew- 
elry during non-occupancy of premises 
beyond the eighty-four hours. 

Under recent decisions of the, Asso- 
ciation the following amends to poli- 
cies of membership companies are now 
in force: 

“The Alarm of Fire Exclusion Clause 
may be eliminated at the option of 
any company. 

“Exclusion for loss during a fire in 
the premises may be eliminated upon 
payment of an additional premium of 
5 per cent. of the Basic Manual pre- 
mium for the policy. 

“The Mechanics Clause may be 
amended by endorsement to cover the 
Theft hazard while mechanics are 
empleyed in the premises during 
the absence of the assured and all 
members of his household, including 
the domestic servants, provided an 
additional premium of 10 per cent. 
ef the Basic Manual policy premium 
is specifically charged therefore, irre- 
spective of the duration of the time 
during which the mechanics will be 
employed in the premises. 

“The so-called 84 hour Provision or 
Restriction in all Residence policies 
(See General Provision No. 5), may 
be eliminated on payment of additional 
premium equal to 25 per cent. of the 
Basic Manual premium for’ such 
policies.” 





CARRIED BY LOCAL COMPANY 

One of the New York city casualty 
companies has the Hability line on the 
Becker Chemical Company’s plant at 
Brooklyn, which was wrecked by an 
explosion on Friday. Two persons were 
killed and a number injured in the 
disaster. 





Commits and Surety News 








CHICAGO NEXT 





Burglary Underwriters Studying Situa- 
tion at Garden City—Phila- 
delphia in Line 





Having satisfactorily disposed of the 
excess commission evil at Philadelphia 
and secured the consent of all member- 
ship companies to a twenty per cent. 
brokerage arrangement for the city, the 
Burglary Insurance Underwriters Asso- 
ciation is now centering attention upon 
Chicago. While the problems of the 
Western metropolis differ from those 
of the Quaker City, they aré none the 
less serious, and have long worried 
company men. The latter feel, however, 
that a fair limitation of agencies can 
be fixed upon, and are seeking to 
formulate a plan to that end. 





FAVORS LAW’S AMENDMENT 





Manager of State Insurance Fund 
Points Out Flaws in New York’s 
Compensation Statute 





During the four months in which the 
Workmen’s Compensation law has been 
in operation in New York State numer- 
ous weaknesses in its preparation have 
been disclosed, and a general demand 
made for their correction. It is a fore- 
gone conclusion that when the State 
Legislature meets on the first of the 
year one of its early activities will be 
an amendment to the statute. F. Spen- 
cer Ba'dwin, manager of the State 
Insurance Fund, is in entire sympathy 
with the suggested move, and his coun- 
sel in the law’s revision will undoubt- 
edly be attentively listened to. 

Mr. Baldwin does not seek a mon- 
opoly for the State Fund, and would 
deplore any tendency to that end, hold- 
ing that the assured would benefit 
through free and frank competition 
among the several forms of indemnity 
now seeking patronage, namely stock 
companies, mutual offices and the State 
Iasurance Fund. 





LIABILITY LITIGATION 





Some Important Decisions Handed 
Down Recently—$12,000 Verdict 
Affirmed 





Among other important decisions 
affecting the law of liability handed 
down by courts of superior jurisdiction 
during the past week were the follow- 
ing: 

The verdict of $12,000 previously 
awarded Samuel D. McNeilly of Buffalo, 
against the Lackawanna Bridge Com- 
pany, was affirmed. McNeilly’s right 
arm was crushed by a traveling crane 
on January 20, 1912. 

The General Film Company of 
Albany, N. Y., must pay Olive E. Straw- 
ford $3,949 damages for the loss of 
her husband who was killed during a 
fire in the Company’s plant two years 
aco. 
A verdict for $3,000 was given Philip 
Bergman, a minor, in his action against 
the International Ferry Company for 
injuries received on October 7, 1912. 





NEW LEGISLATION FOR MAINE 





Insurance Commissioner Invites Sug- 
gestions Upon Subject From Agents 
and Company Officials 





While opposing the too free enact- 
ment of laws the Insurance Commis- 
sioner of Maine feels that such meas- 
ures a8 are necessary to safeguard the 
interests of all concerned should be 
passed. To that end he invites sug- 
gestions from “local agents, fleld men 
and company officials” far enough in 
advance “to permit ample deliberation” 
before the State Legislature convenes 
on the first of the year. 





Bonds of Suretyship———Casualty Insurance 








FIDELITY and DEPOSIT COMPANY 


OF MARYLAND 
Assets over . . 


The Strongest Surety and Casualty Company 
in the World 


An “F, & D.” Guarantee is the Greatest Pledge 
of Service and Security 


$11,000,000 





Home Office: 


BALTIMORE 











CASUALTY REINSURANCE CO. 





Prominent Merchants and Financiers 
Organize American Excess Cas- 
ualty Company 





To take care of the excess reinsur- 
ance business of the United States 
which before the European War started 
was distributed in a number of compa- 
nies, several prominent financial and 
mercantile interests have banded to- 
gether and incorporated the American 
Excess Casualty Insurance Company 
with a million capital and surplus of 
equal amount. 

It is proposed also to organize a fire 
insurance company to be known as the 
American Excess Fire and Marine In- 
surance Company, with a _ capital 
and surplus of a million dollars each. 

The proposed charter was filed Sat- 
urday at the office of the Insurance 
Superintendent, and Archibald E. 
Stevenson, of 15 Broad street, this city, 
an attorney, is in charge of the pre- 
liminary work. 


Broad Charter Powers 

The charter powers sought are very 
broad, being under Article 2 of Chapter 
33 of the laws of 1909. All forms of 
casualty reinsurance are covered in- 
cluding personal accident, fidelity, 
burglary and theft, plate glass, steam 
boiler, live stock, automobile, water 
damage and sprinkler leakage, and 
elevator insurance. 

The incorporators and directors in- 
clude Ancell H. Ball, senior member of 
Best & Co.; Frank E. Barbour, treas- 
urer of the Beechnut Packing Company; 
Charles L. Bernheimer, Julius Henry 
Cohen, William H. Gibson, Merwin K. 
Hart, F. S. Monger, Albert Plaut, presi- 
dent of Lehn & Fink, wholesale drug 
manufacturers; Charles B. Rogers, 
Finley J. Shepard, D. De W. Smythe, 
Archibald Ewing Stevenson and Emile 
Utard, general agent of Parfumerie Ed. 
Pinaud. 

Mr. Ball, Mr. Plaut, Mr. Stevenson 
and Mr. Utard are directors of the 
Knickerbocker Mutual Liability Insur- 
ance Company, of this city. Mr. Bar- 
bour, Mr. Hart and Mr. Smythe, are 
Utica insurance men, and Mr. Rogers 
is president of the First National Bank 
of that city. 

Mr. Gibson is president of the New 
York Board of Trade and Transporta- 
tion, and Mr. Plaut is vice-president of 
the Merchants’ Association. Mr. Shep- 
ard is vice-president of the Missouri 
Pacific and the Texas & Pacific rail- 
roads and a director in other roads. 





Admission to Alabama has been se- 
cured by the General Indemnity Cor- 
poration of America, of Rochester, N. Y. 


STUDY STAMP TAX 





All Casualty Policies Except Accident 
Require Stamps Beginning 
December 1 





At the meeting of Plate Glass Service 
and Information Bureau he:d Tuesday 
the committee which had been appointed 
to consider the payment of the Federal 
stamp tax, reported and it was voted 
to permit every company to decide how 
it should handle the matter for itself. 
The question who shall pay the tax has 
yet to be decided by the various cas- 
ualty organizations. There seems to be 
some misunderstanding among _ insur- 
ance men as to what branches of the 
business are taxed. With the excep- 
tion of life, health and accident insur- 
ance, all insurance is taxed, certain ex- 
emptions being granted, however, in 
the case of mutual fire insurance com- 
panies and also in workmen’s compen- 
sation insurance carried on by the 
members, solely for protection and not 
for profit. 

It must be remembered that begin- 
ning December 1, either new or re- 
newed policies issued for the following 
kinds of business are affected by the 
tax of one-half of one cent on each 
dollar or fractional part thereof; 
fidelity, employers’ liability plate glass, 
steam boiler, burglary, elevator and 
automatic sprinkler business. 


STATE INSURANCE FUND 





New York Organization Writing Com- 
pensation Business at Rate of 
$2,000,000 a Year 





At head offices of the State Insurance 
Fund of New York, it is reported that 
the organization is writing compensa- 
tion business at the rate of $2,000,000 
a year in premiums, its income for 
the three months ended October 1 be- 
ing $675,000. The organization aims 
to work in harmony with the stock 
and mutua] insurance companies and 
contends that the field is sufficiently 
broad for all to do business in. 





TWISTERS WARNED 


Local agents inclined to twist per- 
sonal accident and health policies are 
warned by the Insurance Department 
of Maine that such practice is in vio- 
lation of the State law, and that those 
indulging in it will be prosecuted. 





The Travelers Insurance Company of 
Hartford has assigned M. T. Plant to 
its Denver, Col., branch succeeding H. 
A. Hunsaker, general agent liabil'ty 
department resigned. 
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New York State Business Men Tell The Eastern Underwriter 


_WH 


THEY ARE OPPOSED TO STATE INSURANCE 
THEY FAVOR THE STOCK COMPANIES 














—— 


What is the real opinion of business men regarding the tendency of legis- 
lators toward State insurance? Are they really in favor of it or do they 
believe that the great business of insurance can be administered to their 
interests best by stock companies managed by efficient, experienced under- 


writers who have spent a lifetime in the business? 


The Eastern Under- 


writer has canvassed the views of some prominent business men in New York 
State, asking for a frank statement of their views. The attempt made was 
to make the inquiry as broad and diversified as possible, without picking 
out any one city, or industry. The replies indicate that in New York State 
there is an undeniable demand for indemnity furnished by stock companies, 
and that the average, level headed, successful business man prefers deal- 
ing with the experts who make insurance their lifework rather than with 
politicians in temporary charge of a State’s destiny. Views given to The 


Eastern Underwriter follow: 


Stow Manufacturing Co., Binghamton. 


The time has arrived when the Amer- 
ican public should be thoroughly con- 
versant on the many new forms of in- 
surance which are gradually interest- 
ing our citizens. This insurance is 
commonly known as State or Govern- 
mental Insurance but should be rightly 
called Social or Socialistic Insurance. 

Is the manufacturer, who, to-day, is 
the largest individual buyer of insur- 
ance, going to stand idly by and allow 
the politicanms to take over and oper- 
ate, under the cloak of State, this vast 
enterprise, to be managed by politicians 
and made a plaything of, or, will he 
insist that the large stock and mutual 
corporations, who have for many 
years handled this vast business and 
who are equipped with the most mod- 
ern cost and time saving systems and 
whose officers are the most experienced 
that can be had, continue to do this? 
Are these stock and mutual corpora- 
tions in a position to enlighten the pub- 
lic on the various points that they should 
know, or shall we, without any warn- 
ing be forced to purchase our insur- 
ance from the State, which depart- 
ment would be managed by inexperi- 
enced political henchmen. 

So-called State Insurance, the seeds 
of which are now being sowed broad- 
cast by politicians, is truly Socialistic 
Insurance. Investigation will show 
that wherever this so-called State In- 
surance has been in force, that it has 
gradually developed into a hardship on 
the general taxpayer, as well as the 
manufacturer. Under the German law 
and laws governing several of the 
Suropean countries, the demand under 
the Old Age Pension System, which 
is one of the phases of State Insurance, 
is greatly exceeding the original esti- 
mate. In Great Britiain and its 
Colonies, the income tax had to be 
called upon to furnish the necessary 
means for meeting these expenses. 
New Zealand, which is the home, we 
might say, of State or Governmental 
Insurance, has had vast experience in 
its many phases, particularly in their 
life insurance venture. It may be inter- 
esting to note that statistics show that 
in 1912 there was an average of $37 
per inhabitant for life insurance in 
force in that country, while, in the 
United States, the average was ten 
times as large. New Zealand has also 
had its experience in fire insurance. 
This has proven very disastrous. Even 
though New Zealand is reputed as a 
whole, to be a very rich country per 
capita, the experience in its govern- 
mental ownership and control of the 
various phases of insurance, has in- 
creased its national debt to approx!i- 
mately $410 per inhabitant, while, the 
State of New York, if both National 
and State indebtedness be taken into 
consideration, the amount per capita 
would not exceed $26. 

Nearly all of the European countries 
have State Insurance in some of its 
forms, the details of which are scarce- 


ly known to the American public. We 
are to have by invitation of ex-Presi- 
dent Wm. H. Taft, under the direction 
of Congress, the first international 
Congress of Social Insurance, to be 
held in America, in the City of Wash- 
ington, during October, 1915. The 
Honorary Chairmen are to be Hon- 
crable Secretaries of the Treasury, 
Commerce and Labor. The Executive 
Committee includes many prominent 
citizens of the United States, among 
whom are John Mitchell, former presi- 
dent of United Mine Workers Asso- 
ciation and now a member of New 
York State Workmen’s Compensation 
Commission; Samual Gompers, Henry 
R. Seager, president of the American 
Association of Labor Commission, and 
others. During the past fifteen or 
twenty years, many Congresses of this 
kind have been held throughout the 
world, at The Hague, Rome, Paris and 
other continental cities. This meeting 
will evidently be attended by repre- 
sentatives from all over the world and 
the American public will be enlightened 
by their experiences. Without doubt, 
our Congress will be asked to enact 
many new laws in connection with 
same. 


There is one association that is de- 
termined to be four-handed, the Na- 
tional Association of Manufacturers, 
whose executive offices are in New 
York city. The board of directors of 
this body are already investigating the 
many phases of State or Social Insur- 
ance. To take care of the unemployed 
is one of the most important. The 
Danish Government have proven that 
unemployment is the most frequent 
cause of pauperism and that insurance 
is the most effective remedy for the 
unemployed. England is the only 
country in which Unemployed Insur- 
ance is compulsory. Space forbids ad- 
ditional statistics on this exhaustive 
subject. Too much consideration can- 
not be given to the new phases of 
insurance, which we will eventually 
have with us. 


Are the stock companies prepared to 
take up other branches of social insur- 
ance? We have scarcely become 
familiar with the State Workmen’s 
Compensation Insurance which has 
been in force in New York State since 
July 1. From the information avail- 
able, the New York Commission since 
that date, has had filed with it, more 
than 100,000 cloims for compensation 
and up to the first of September had 
made awards in eleven death claims and 
something over 800 partial or total dis- 
able claims. If this ratio continues 
during the next six months, at the 
end of that period, the Commission 
will have at least five years work be- 
fore it. I should like to be able to tell 
you the immense cost that the State 
is being put to in maintaining the Com- 
mission and its numerous employes. 
These figures are not available at this 
time. I am free to say, however, that 
the same work could be accomplished 


at a much smaller expense if it was 
handled by the experienced forces of 
the stock companies. Our State Com- 
mission is not a court of the last resort 
in the full sense of the meaning, but 
is a clearing house for every claim. 
As a manufacturer, I believe that for 
the best interest to all concerned that 
the new phases of insurance which we 
will without doubt have in our midst 
within the next few years, should not 
be handled by the State, but should 
be administered on by experts, as are 
now employed in the large stock and 
mutual companies. 


We are told by the press that recent- 
ly the New York Workmen’s Compen- 
sation Commission made a_ record 
sitting of two days, during which time 
several hundred awards were made. 
We are also told that approximately 
300 claims are filed with the Commis- 
sion each day, all of which, however, 
have not sufficient merit to receive an 
award, but the details in each case 
must be handled to a certain point. 


Commercial Envelope & Box Co., 
Binghamton, N. Y.—In my judgment it 
is a violation of the Constitution of the 
United States, and of the State of New 
York, for the latter to enter into a mer- 
cantile business. The mission of the 
State is to govern, and when it gets 
into the business world it is out of its 
proper line of duty to the people who 
make up the State. 


For your information, would say I 
have taken up this question of the 
government, entering into the business 
world with the best Constitution attor- 
ney in the United States, Colonel 
Worthington, of Washington, D. C., and 
my judgment is based upon his report 
to me. 


This is the first step of Socialism, 
and if those who are the backbone of 
the State permit it to continue you will 
get the result sooner or later in such 
shape that we will be very sorry we 
did not direct our energies toward stop- 
ping it a little earlier in the game. * * * 


I am opposed to this State, or the 
United States, entering into any busi- 
ness whatsoever. Its business is to 
govern, and if the great State of New 
York is so deeply interested in this 
poor humanity we are insuring why 
not have them go a step further. They 
need bread, butter and milk, and in 
short carry out the principles of 
Socialism, and give them what they 
want, and ‘what you and I know they 
must have each day. If we are so in 
love with this poor public as to deal 
out insurance to them at cost, why 
single out the insurance companies to 
be slaughtered by the politicians. Let 
us give them the things they need most. 


I do not know that these sentiments 
will be of any advantage to you, but 
it cost me my father and eight uncles 
for a country in which I might do 
business, and we are now getting busi- 
ness conditions so gagged and ham- 
pered that there is not much chance 
of doing business. 

I have some money that says this is 
a law that is unconstitutional, and I do 
not believe it would take long to upset 
the whole calculation. The manufac- 
turers of the State do not believe they 
should be compelled to insure their 
employes. That is what we pay them 
salary for, to provide their own insur- 
ance. 


I refused point blank to make the 
changes the insurance inspector asked 
to have made in this factory and the 
governor sent a special inspector here 
to look the plant over, and he said to 
make such changes as I had contem- 


plated, and that would answer the 
purpose, 
BENJAMIN B. McFADDEN, President. 

The Autopiano Co., New York.—The 
business interests of the country I be- 
lieve should view, with considerable 
apprehension, the entrance of the 
States into the business of insurance, 
as evidenced by the recent action of 
the State of Wisconsin. To make such 
insurance self-sustaining at rates to 
the insurer equal to that provided by 
private enterprise, seems impossible 
in the light of governmental methods in 
other directions, and if such attempt 
was made to equal existing rates, a de- 
ficit would certainly exist to be met 
from general taxation already assum- 
ing burdensome proportions. 

It is obvious also that the States 
would have the utmost difficulty in se 
curing the services of the experts that 
would be essential for the conduct of so 
technical an operation as the underwrit- 
ing of fire and other risks. The uncer- 
tainty of political tenure would dissuade 
those of the required ability from as- 
suming office. 

In a word, our government in its 
various sub-divisions is far from ap- 
proaching the competency necessary 
for the successful conduct of a busines: 
so intricate. Wherein does the need 
exist for the State to assume activity 
in this field? Wherein has private en- 
terprise failed to render insurance 
service that the business world must 
resort to the alternative of government 
insurance to secure relief? 

RICHARD W. LAWRENCE, Pres. 

The Wise Printing Co.. New York.— 
In response to your request for our 
opinion concerning the tendency of the 
States to go into the insurance busi- 
ness in competition with regular line in- 
surance companies, would say that we 
prefer our insurance placed with the 
stock companies, for the special rea- 
son that they are equipped to handle 
claims and losses expeditiously. Their 
business is managed by experts, which 
could hardly be expected of the State 
insurance departments, and we believe 
that on this account the insurance by 
States will not be popular with the 
property owners of this country. Be. 
sides it would seem to us that there 
would be constant temptation and 
danger of politics in connection with 
State insurance. 

Cc. L. WISE, President. 

Niagara Lithograph Co., Republic 
Metaline Co., William WHengerer Co., 
Buffalo Foundry & Machine Co., Sikes 
Chair Company, Wood & Brooks Co., 
Peerless Laundry Co., Ericsson Manu- 
facturing Co., Buffalo. 

There are two other features in con- 
nection with the administration of the 
State fund in New York State, which 
will tend to increase the cost of State 
insurance. 

First. The larger the amount paid 
out in compensation the more will have 
to be collected in premiums. Both 
stock and mutual companies will keep a 
strict watch on the amount of com- 
pensation allowed by the commission in 
every case in which they are interested, 
and in many instances through pres- 
entation of facts to the commission by 
the trained representatives of the 
stock or mutual company saving will 
be effected. Further the representatives 
of such companies will keep careful 
track of the various individuals receiv- 
ing compensation to the end that in case 
they recover from their disability and 
are able to return to work, application 
can be made to the commission to ter- 
minate the compensation being paid to 
them. It is doubtful whether such pre- 
cautions will be taken by an employer 
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insuring in the State fund, inasmuch as 
the direct financial benefit to him 
through the reduction of the amount of 
compensation to be paid in any particu- 
lar case will appear to be too remote 
to bother about. It is evident, however, 
that such an employer will have to pay 
a penalty in the end in higher pre- 
miums. 

Second. The expense of operating 
the State fund is to be paid by the 
State for the first two and a half 
years. After such period it is provided 
that there shall be charged against the 
State fund the cost of administrating 
the same, and it is further provided 
that on the first day of January, 1918, 
and annually thereafter, the commis- 
sion shall ascertain the expense incur- 
red by it as a separate item for the 
examination, determination and pay- 
ment of claims and the percentage 
which this expense bore to the total 
compensation payments made during the 
preceding year. This percentage s0 
calculated and determined is to be 
assessed against the State fund, the 
several stock and mutual insurance 
companies and self insurers, as an addi- 
tion to the payments required from 
them in the settlement of claims dur- 
ing the year immediately following. It 
will be noted that this assessment is 


not to be prorated on the basis of 
compensation paid. Inasmuch as the 
State fund, under the circumstances 


noted above, will have been insuring 
most of the extra hazardous and catas- 
trophe risks, it follows that the State 
fund will undoubtedly have to stand a 
larger proportion of such expense than 
either stock or mutual companies which 
on account of their refusal to write 
such poor risks will have sustained 
fewer accidents and consequently be 
paying less compensation. 


Rathbun & Co., Utica—We can see 
no need of State Insurance being estab- 
lished to any extent where the public 
is properly served by regular stock com- 
panies. Paternalism of this sort can 
be carried to extremes, and records of 
the past fail to show as good or as 
economical management of state or- 
ganizations dealing with matters of this 
kind, as is secured by stock companies, 
partnerships or individuals. We be- 
lieve that State legislatures and State 
departments can secure to the indi- 
vidual insurer more security through 
checking evils that may creep into 
stock companies’ affairs than by the 
State getting into such business itself. 

W. C. RATHBUN, President. 


E. W. Conklin & Son., Binghamton.— 
We have noticed the tendency on the 
part of some of the States to carry on 
State Insurance, thereby bringing this 
important business into politics. We 
are frank to say that it does not seem 
like good policy to us. We believe that 
insurance matters would be far more 
capably handled by the independent 
companies under the management of ex- 
perts along these lines and parties who 
are devoting all their time and energy 
to this subject. 

Insurance matters in practically all of 
the States being now under the super- 
vision of the Insurance Departments of 
each State we think this gives the 
State all the control necessary over 
insurance matters. 

P. J. QUILTER, Secretary. 


Brooklyn Manufacturers and Busi- 
ness Men’s Association.—I recognize 
the socialistic tendency of the State 
insurance movement and verily believe 
that it is a glaring mistake for the 
State of New York to engage in the 
workmen’s compensation insurance as 
it would be to take up any other line 
of business. Most of us are under the 
impression that municipal ownership 
and operation of public utilities prove 
an expensive luxury, and it would seem 
to the writer at least that the matter 
of insurance should be one of competi- 
tion conducted by private capital under 
such supervision as the State may deem 
necessary to supply. 

JAMES T. HOILE, Secretary. 


Chenango Silk Company, Binghamton, 
N. Y.—As long as State and nation are 
in the hands of political cliques with 
strong local tendencies not working for 
the benefit of the majority, but work- 
ing for certain interests, so long will 
we be against State or national insur- 
ance of any sort. 

ALFRED RUEGG, Manager. 


Racquette River Paper Co., Potsdam, 
N. Y.—Answering your favor, both for 
the A. Sherman Lumber Company and 
The Racquette River Paper Company, 
I wish to say that it has never been 
deemed desirable by our companies and 
those interested in same to turn over 
to the State or the National govern- 
ment the control of public utilities and 
we feel the same way with reference 
to insurance operations and we have 
not changed our opinion. We think 
this answer, tells you our position. 

RUFUS L. SISSON, President. 
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AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 
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NEW YORK COMPENSATION RULINGS 


Third Party Can Be Sued—Rulings About Fingers— 
When Janitors Come Under the Act 








The Workmen’s Compensation Com- 
mission has ruled that if a workman 
loses more than one phalange he is 
entitled to compensation under the law 
for an entire finger. The law provides 
that the loss of one phalange entitles 
a man to compensation for half of the 
lcss of one finger. The commission 
has ruled that the loss of any portion 
of the bone of the first phalange is 
equal to the loss of the entire phalange 
of the injured workman. Consequently 
he is entitled to compensation for half 
a finger. This last ruling has caused 
considerable flurry among representa- 
tives of the insurance carriers and a 
ease along this line, Thomas Petrie, 
Oneida Steel Pulley Co. vs. Utica Mu- 
tual Compensation Insurance Corpora- 
tion, was argued on appeal last week. 
The carriers claim that the mere touch- 
ing of the bone does not mean the loss 
of half a finger. 





In regard to notice of return to work 
the employes notice is given prefer- 
ence at all times. 





A dealer in bicycles at intervals had 
employes run endurance races in order 
to advertise the wheels. It was ruled 
that this came under the act. 





Actors in moving picture establish- 
ments do not come under the act. Op- 
erators of electrical picture machines 
do come under the act. 





Some criticism by carriers of insur- 
ance has been made of the commis- 
sion because of the large number of 
individual rulings that are being made 
in cases where it did not appear ap- 
parent from a reading of the law that 
the occupation was covered. 

In a talk with a representative of 
the commission The Eastern Under- 
writer was informed that the list of 
occupations specifically cited should 
not be taken too literally; that un- 
doubtedly there are many hazardous 
occupations that the framers of the 
law intended should be covered and 
which are not mentioned; and that pos- 
sibly the listing of occupations in the 
law was probably for the purpose of 
arriving at a few general groups for 
purposes of classification. Certainly, 
there is every outlook that the law 
will be broadened to make it much 
wider in its application. Even cases 
of farm hands have come up before 
the commission for ruling, and it has 
been declared by commissioners in im- 
promptu rulings that some kinds of 
farm work are hazardous, and, there- 
fore, would come under the act. 


A third party can be sued, but proper 
notice of the suit must be given. 


A janitor or janitress does not come 
under the act unless injured while at- 
tending to the boiler or engaged in 
seme similarly hazardous and neces- 
sary occupation about the building. 





In the matter of Charles A. Reynolds 
versus the New York Central and Hud- 
son River Railroad the Workmen’s 
Compensation Commissién has ruled 
that an employe of a railroad company 
receiving injuries while coupling a 
yard engine to a private car not in 
use at the time of the accident is 
not engaged in Interstate Commerce 
and is entitled to compensation under 
the act. 





In the matter of the claim of Henry 
George McKee versus the New York 
Central & Hudson River Railroad the 
Commission has ruled that a fireman, 
who receives an injury while inspect- 
ing his engine for the purpose of pre- 
paring the engine to take out an Inter- 
state train is not entitled to compensa- 
tion under the Workmen’s Compensa- 
tion Act. 





CORPORATE SURETY TO RESCUE 





Up to Four Companies to Complete 
Abandoned Contract of W. P. 
Seaver at Bridge Plaza 





The abandonment of the contract 
for the improvement of the Manhattan 
Plaza of the Manhattan Bridge, by the 
contractor, William P. Seaver, throws 
upon the four surety companies who 
bonded him the responsibility for com- 
pleting the work. 

The case shows the benefit of hav- 
ing the completion of contracts of this 
kind guaranteed by corporate surety 
and also indicates the hazard of this 
class of work. 

The estimated cost of the Seaver 
contract was $831,520 and it was let 
January 18, 1913, and was to be com- 
pleted in 400 working days. Work 
amounting to $605,381 was completed 
by October 20 last so that the balance 
to be completed will be about $225,000. 

This will fall upon the sureties as 
Bridge Commissioner Kracke has al- 
ready declared the contract abandoned 
and notified the sureties accordingly. 
Liens for considerable amounts have 
already been filed against the contrac- 
tors, the largest being the Hallowell 
Granite Works for $125,108. 





SURVEY BUREAU READY 
The Survey Bureau which the Plate 
Glass Insurance Alliance has formed as 
a successor to the Plate Glass Insurance 
Exchange is now about ready to do 
business for the companies. 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


LIABILITY, STEAM BOILER, ACCIDENT. 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manages 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 
GARRETT HEADS LIST 








New York Department of National Cas- 
ualty Also Qualified Ten 
on Hustlers List 





James R. Garrett, manager of the 
Eastern Department of the National 
Casualty of Detroit is proud of his staff 
these days for New York leads the 
country in State agents and division 
managers. Mr. Garrett says the local 
department intends to stay on top as 
well. The New York office also had 
ten men to qualify on the list of first 
ninety National Hustlers. 

Cc. E. Campbell of New York was 
second on the list of those securing 
State honors, which means that he 
personally wrote the second largest 
number of applications. 





COMPLETE JOINT EXAMINATION 

When the examination of the Ameri- 
can Surety is completed by the New 
York and Maryland insurance depart- 
ments, the local insurance department 
will have on its records the recent 
figures of several of the prominent 
companies in this line of business. Ex- 
aminations have been made under the 
supervision and authority of the com- 
mittee on examinations of the National 
Convention of Insurance Commissioners. 
The examinations already completed in- 
clude the United States Fidelity and 
Guaranty of Baltimore, Maryland Cas- 
ualty, Fidelity and Deposit and National 
Surety. 





$3,000,000 SUPPLY BOND 

One of the largest supply bonds on 
record, if not the one entitled to the 
record, was written this week by a 
well known surety company covering 
an order from one of the belligerent na- 
tions for $7,000,000 of ammunition for 
use in the European war. When pre- 
miums so large are produced these 
days the companies securing them are 
inclined to modify their views as to 
what war is. 





PITTSBURGH GENERAL AGENTS 
‘A leading field appointment an- 
nouncement by President Corwin Mce- 
Dowell of the New England Casualty 
Company of Boston, is that of Cotton 
& (Murray as general agents in the 
fidelity and surety lines for Pittsburgh. 
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A great deal of litiga- 


Reinstating tion against casualty in- 
Lapsed surance companies with 
Policies the resultant unfor- 


tunate criticism of the 
business, might be avoided if general 
and district agents were careful to 
carry out the instructions of the com- 
panies. In this connection the Federal 
Casualty Company, of Detroit, warns 
its representatives to insist upon secur- 
ing signed health certificates from 
applicants seeking reinstatement. 


“Although we have talked the wis- 
dom of such procedure incessantly and 
the requirement appears as a rule in 
our manual, yet agents habitually dis- 
regard the need for such action.” Con- 
tinuing the Company says: 

“It is just such carelessness as this 
which forces us to defend expensive 
law suits that ought never to have 
been brought, and would never have 
been commenced except for some 
agent’s utter indifference to the com- 
pany’s rules. Frequently unmerited liti- 
gation of this kind ends disastrously 
for us, the court finding a technical 
‘waiver’ of some sort or other as a 
direct result of the agent’s negligent 
act. Of course, the latter, as might be 
expected from his neglect of duty in 
the first instance, although solely to 
blame, is not particularly disturbed by 
the adverse judgment since it costs 
him nothing. If the tables were re- 
versed and we had put him to incon- 
venience and expense through our 
stupidity or stubbornness, what a wail 
there would be. Why even when the 
company, through some unexplainable 
mistake, for example, sends a lapse 
notice to a policyholder who has paid 
him premium, the din raised by our 
representative in that locality is ter- 
rific. One would think we had will- 
fully and wantonly done the aggrieved 
a personal wrong. Sometimes there is 
equally as much din where notice of 
lapse has gone out and it later develops 
the policyholder has paid, but the col- 
lector in a moment of mental aberra- 
tion forgot to report or remit the same. 
Under such circumstances, however, 
the reproof offered is likely to be of a 
virtuously surprised, highly indignant, 
or meekly explanatory tenor rather 
than accusatory. 

“Other things being equal we fail to 
eomprehend why one wouldn’t just as 
soon comply with a reasonable require- 
ment as disregard it.” 





A PERNICIOUS PRACTICE 





Health and Accident Underwriters Con- 
ference Declares its Position 
on Twisting 





Agents given to the practice of twist- 
ing business from one office to another, 
had better give the companies belong- 
ing to the Health and Accident Under- 
writers Conference a wide berth, else 
they will find themselves in trouble. At 
alate meeting of the executive commit- 
tee of the association resolutions strong- 
ly condemning twisting were adopted, 
copies of which were sent to every 
insurance department in the country 
= their aid sought in stamping out the 
evil. 

Accessories to the company member- 
ship of the Conference include: the 
Globe Casualty of Columbus, Ohio; 
Western Indemnity, Dallas, Texas; In- 
terstate Casualty and Guaranty, Alber- 
querque, N. M., and the Southern Se- 
curity of St. Louis. 





JOINS PLATE GLASS BUREAU 


The Hartford Accident and Indemnity 
was elected a member of the Plate Glass 
Service and Information Bureau at the 
meeting of that organization on Tues- 
day. The bureau is continuing as befor: 
with E. M. Gridley as manager. 


Special Talks With Local Agents _| 


DEFAULTERS GOOD PENMEN 





Surety Claim Man Says Those Bonded 
Go" Wrong In Spite of Good 
Handwriting 





“You can’t tell a defaulter by his 
handwriting, any more than you can 
pick a handsome woman by the feather 
on her hat,” said a surety claim man a 
few days ago. Going to his file he 
pulled out folder after folder where 
the chirography was of the best and 
yet it was a claim file which was being 
shown. 

The handwriting of a majority of 
the defaulters so listed was a credit to 
their schooling. It was plain, and 
straightforward looking, in fact, much 
more so than was the owner. Asked 
to explain the matter the surety man 
said, “I do not know why it is so but 
the fact remains.” Evidently many 
employers still fill certain positions on 
the old basis of penmanship. 

The applicant makes a good impres- 
sion by his good looking writing and 
the employer jumps to the conclusion 
that nobody could write such a fine 
hand and be unreliable. Too frequently 
employers after taking the references 
of an applicant, think they are too 
busy to sift them out. At other times 
the applicant has some of his pals fake 
references for him. 

Some employers, however, realize the 
futility of trying to obtain reliable help 
on the principle of selecting a man who 
writes a good hand. 





NO MORE DICE THROWING 





Surety Companies Say Saloonkeepers 
Bonded Must Stop Gambling or 
Lose Excise Bonds 





That surety companies through their 
excise bonding function exert a salu- 
tary influence on the liquor business 
was demonstrated again a few days 
ago when notices were sent out to all 
saloonkeepers in this State, bonded by 
members of the Excise Reinsurance 
Association, to the effect that all games 
of chance such as matching coins for 
drinks, rolling dice, or betting in any 
form, would have to be discontinued. 

In fact the surety companies have 
decided not to issue any more bonds— 
those of the $1,800 penalty variety 
which each saloonkeeper must have 
unless he puts up cold cash—for places 
which permit gambling or dice throw- 
ing on their premices. 

As the State Excise Department is 
co-operating with the surety compan- 
ies in this respect it is one best bet 
that its dictum will be obeyed. The 
Excise Department points to the fact 
that the highest court in the State has 
decided that any sort of gambling in 
a place holding a liquor tax certificate 
is a violation of the liquor tax law. 
One cafe in the insurance district much 
frequented by insurance men told a 
customer that the new ruling would 
cost it about $300 a month. 





WANT AMENDMENT TO LAW 





American Federation of Labor Holds 
Present New York Statute Un- 
fair to Workingmen 

An amendment to the Workmens 
Compensation law of New York was pro- 
posed at the convention of the American 
Federation of Labor at Philadelphia on 
Tuesday. The charge was made that 
because of the law employers were dis- 
criminating in the selection of employes 
in favor of bachelors. It was proposed 
that such reputed procedure be checkea 
by the laws requiring the payment to 
the State of compensation for workmen 
killed in the course of their employ- 
ment, and who have no kith or kin. 
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DEFAULTERS SLOW PAY 





Poor Business Conditions Affect Re- 
covery of Salvage by Surety 
Companies 





The claim departments of the fidelity 
and surety bonding companies report 
defalcations are numerous these days, 
although this is not a time of the year 
when such losses are usually so pre- 
valent. Under ordinary circumstances 
surety men say that losses show up 
after January 1 when the books are 
balanced for the year and during July 
and August, when trusted clerks go on 
their vacations. Sometimes an inspec- 


tion of their books at this time reveals 
a shortage. 


It is in the slow payment of claims 
that the surety companies suffer par- 
ticularly in times of business depres- 
sion. This is in spite of the fact that 
hard times seem to make people dis- 
honest. 


When defaulters for small amounts 
are trying to make up their payments 
to the surety companies and hard 
times come, the companies’ salvage ac- 
counts shrink. A man out of a job is 
not inclined to keep up his weekly pay- 
ments to his former corporate bonds- 
man. 





THE EASTERN UNDERWRITER 





November 20, 1914. 





GOOD SERVICE 


is the foundation upon which to erect a successful business. 
Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 
Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address’ 
The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 








A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
syivania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter . 
105 William St., New York City 








Reduces Rates, Protects Property 
and Saves Life 


The “Relc’’ Stationary Chemical Engine connected to inte- 
rior standpipe and hose systems, employing small piping, 
with the customary number of outlets on each floor of a 
building furnishes an effective defense against fires that can- 
not be extinguished with portable apparatus. 


It has been used successfully to supply Automatic Sprinkler 
Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 


The principle of the ““RELC’ Chemical Engine has been en- 
dorsed by the Underwriters’ Laboratories, Inc., Chicago, 
Ill., and reductions have been made in fire insurance rates 
for this protection where application for credits have been 
made to the proper rating organization. Send for catalogue. 


Relc Extinguisher Corporation of America 
95 William St., NEW YORK Empire Building, ATLANTA, GA. 


————— 











SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 
Licensed in Iilinois 
Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 


New York Chicago Minneapolis Duluth 


The NATIONAL of Detroit 
“a<ew Pioneer of Accident and 
Health Insurance. 


UP-TO-DATE POLICIES. 
ETRO\ 


Salaried positions for high-class men of experience. 














BUSINESS=BUILDERS 


Equitable Accident Company. 


Most loyal Home Office 


Best monthly contract on the market. 
support by the Company that works with you. Twenty-one _ years’ 
clean record. District Managers and local agents wanted in 


N ’ 
ew Jersey WM. H. JONES, General Manager 
161 DEVONSHIRE ST., Boston, Mass. 





DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
~ Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE: 


eecnenett BondingsInsurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $2,000,000 Write For Territory 














REMEMBER 


‘\ The Texas Life Insurance Company 
OF WACO, TEXAS 


nel Is the pioneer life insurance company of 
acy the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 














“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHE D 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1838 
Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES & CO. 


United States Managers 
No. 123 WILLIAM STREET 


FRED. S. JAMES 


NEW YORK CITY 

















